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New Hours Law 
Ruling Tightens 
Net on Dealers 
75% Retailing Required 


To Exempt Concerns 
From Regulations 


WASHINGTON, D. C.—In an 
action affecting electrical appliance 
distributors and dealers, as well as 
several other types of outlets, in 
determining status under the federal 
wage-hour law, the Wage-Hour Divi- 
sion of the Department of Labor has 
issued a revised interpretation of 
retail and service establishments 
under which, effective July 1, the 
sales made or services performed by 
commercial establishments must be 
15% retail to qualify them for 
exemption, instead of 50% as here- 
tofore. 

Where wholesale, commercial, and 
industrial sales, non-retail in char- 
acter, total more than 25%, the 
40-hour week and the 30-cents-an- 
hour minimum wage will apply. 

A broadened conception of a 
“retail sale’ also has been adopted 
by the division. As a result, some 
sales to industrial or commercial 


How this interpretation will apply 
to YOU as a dealer is explained in 
detail in an official interpretation of 
the ruling on page 3. 


purchasers, if they are articles 
commonly sold both to business and 
private purchasers and are in quan- 
tity or price similar to sales to 
private purchasers, may be included 
as retail sales in determining the 
status of an establishment under the 
wage-hour law. 

The new policy was announced by 
Wage-Hour Administrator Philip B. 
Fleming in making public in Wash- 
ington a revised “interpretative bul- 
letin” on the scope and applicability 


(Concluded on Page 4, Column 5) 


Appliances Still A 
Red-Ink Item To 
Dept. Stores 


NEW YORK CITY—Apparently 
“sales alone are not enough” in the 
department store appliance field—for 
despite a 25% increase in unit sales 
of electric refrigerators, this depart- 
ment and other major appliance sec- 
tions continued as money-losers for 
department stores in 1940, according 
to the annual tabulation of merchan- 
dising and operating results of 
department and specialty stores just 
‘completed by the Controllers’ Con- 
gress of National Retail Dry Goods 
Association. 

Mechanical refrigerator sales by 
department stores during 1940, al- 
though higher than in 1939, still 
Were below 1936 and 1937 levels, 
according to the report. Gross margin 
at 28.9%, while low, was the highest 
‘ecorded in recent years, however. 

Stock turnover also was up in 
1940 among stores covered in the 
‘urvey, from 4.5 times to 6.8 times, 
but average sale declined during the 
Year, Standing at $109.36 in the fall 
riod as compared with $114.37 in 
the spring period. 

Operating costs of the stores’ 
‘efrigeration departments also was 
ower than in former years, but at 
43% exceeded gross margin by 
eae Loss in 1939 was 8.6%, in 
938 10.4%, and in 1937 4.5%. 

Other appliance departments show- 
) & gross margin of 31.7%, about 
8% higher than mechanical refrig- 


‘Concluded on Page 4, Column 1) 
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With Airtemp 


P. B. ZIMMERMAN 
* * @ 


Zimmerman Heads Up 
Airtemp Sales Dept. 


DAYTON, Ohio—Appointment of 
Paul B. Zimmerman as vice president 
and general sales manager of Air- 
temp division of Chrysler Corp. has 
been announced by D. W. Russell, 
Airtemp president. Mr. Zimmerman 
has resigned as vice president and 
treasurer of Grace & Bement adver- 
tising agency, Detroit, Airtemp’s 
advertising and merchandising coun- 
sel. 

He joined Grace & Bement on Feb. 
1, 1939, as a partner, after having 
been vice president in charge of 
sales and assistant to the president 
of Norge division of Borg-Warner 
Corp. 

Mr. Zimmerman has had a broad 
and varied experience in the dis- 


(Concluded on Page 4, Column 3) 


Voluntary Control of 
Consumer Credit Is 
Hope of OPACS 


NEW YORK CITY—tThe hope in 
Washington is that control of con- 
sumer credit can be brought about 
through the voluntary action of 
business, it was asserted here last 
week by Nathaniel H. Engle of the 
Office of Price Administration and 
Civilian Supply, who added that the 
chances of controlling inflation are 
heightened by the cooperative atti- 
tude being shown by business. 

Addressing the twenty-ninth an- 
nual conference of National Retail 
Credit Association, Mr. Engle said 


Effective July 1, both Sears-Roe- 
buck and Montgomery Ward will 
reduce maximum terms on refriger- 
ators and gas and electric ranges 
from three to two years, and will 
seek larger down payments on all 
time sales. 


the OPACS was watching the instal- 
ment situation closely, but that no 
public policy as yet had been formu- 
lated. Noting that consumer dur- 
able goods would be affected this 
year when out of a national income 


(Concluded on Page 16, Column 2) 


Benson Fills Nema Post 
Vacated By Vinet 


NEW YORK CITY—Eugene Vinet 
has resigned as_ secretary of the 
electric refrigerator, range, and 
water heater sections of National 
Electrical Manufacturers Association, 
a position he has held for the past 
two years. His duties have been 
taken over by Donald Benson. 
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What’s Going To Happen 
To Appliance Dealers? 


Editor Foresees Reduction In Number of 
Dealers As Result of Armament Program... 
Other Things To Expect...How To Keep 
Your Franchise If Things Get Tough 


By George F. Taubeneck 


WASHINGTON, D. C.—Chief difference between preparing for 
this war and preparing for the last one is that today’s war is 
hungrier. It devours vastly greater quantities of metals than most 
of us are able to imagine. 

Airplanes are getting bigger and bigger. So are tanks. So 
are guns. And the guns spew out bullets at incredible speeds now. 
That’s why supply lines and supply bases are so terribly important now. 
Keeping an army supplied with expendable munitions is now a far 
greater task than getting the army there in the first place. 

How is all this going to affect the appliance dealer? Well, 
most dealers already expect the worst. They know that automobile 
production for 1942 has been cut by decree—20% is the original 
figure, 50% a possibility. 

They dismally suspect that the same thing may happen to 
refrigerators, ranges, washing machines as the demand for metals 


Ice plants and absorption-type refrigerators are likely to be hard 
hit by an ammonia shortage. After the ice industry had sold army 
procurement officials on ice for cantonments (based on the ludicrous 
premise that if invaders bombed electric power plants, the juice for 
mechanical refrigeration systems would be turned off, forgetting that 
interrupted electrical service would shut down ice plants, too!) rush 
ice-making machines were placed. But now, 
An ammonia 


orders for new, big 
officials say, there may not be any ammonia to run them. 
shortage would also be tough on Electrolux, which uses ammonia in 
its absorption system. Ice refrigerators in cantonments are being 
converted for use with mechanical refrigeration equipment. 


and skilled labor spirals ever upward. You see, the appliance 
industry is deemed a competitor of the munitions industry, because 
each uses the same kinds of raw materials and the same types of 
skilled labor. So, in wartime, the appliance industry will be in an 
exceedingly vulnerable spot. 

Actually, no call has been made yet on the household refrigeration 
manufacturers to limit their output. But “feelers” have been sent out; 
and nearly everyone in OPM and OPACS assumes that, in the course 
of time, an industry committee will get together and voluntarily 
agree to a request from the War Department to limit production 
“in the interests of national defense.” 

Now then, assuming that there will be curtailed output of 
refrigerators and other appliances in 1942, what will happen to the 
tremendous distributing system supplied by appliance manufacturers? 

Well, in the first place, the pinch may not be felt at once. 
Reason is the tremendous production pace which manufacturers are 
setting now. They are working 24 hours a day, seven days a week, 
paying scandalously high materials prices and overtime wages, in 
order to supply the demands of dealers today. 

Frigidaire alone is said to be turning out 100,000 refrigerators 
a month currently. That’s a production record unequalled anywhere 
in the world, at any time in the world’s history. Other plants are 
also breaking records. 

However, demand is spiralling as payrolls rise. Customers are 
coming into the market who were on nobody’s prospect lists a few 
months ago. What’s more, it seems likely that their pent-up impulses 
will not be impeded by the new and higher taxes which will be 

(Concluded on Page 16, Column 1) 


Judge Rules Out Use _ Refrigerator Tax Up 
Of Name‘Dial-O-Matic’ $1 Million In May 


CHICAGO—Federal Judge John P. WASHINGTON, D. C.—Excise tax 
Barnes has signed a consent decree collections on mechanical refriger- 
perpetually restraining Wieboldt ators went well over the two-million- 
Stores, Inc., department store chain, dollar mark during May, and ex- 
from using the name “Dial-O-Matic’” ceeded those of the same month of 


or any similar name on washing 
machines or products in the same 
general class. 

An agreement between Williams 
Oil-O-Matic Heating Corp. and 
Bendix Home Appliances, Inc., how- 
ever, provides that Bendix and its 
dealers may continue to use the 
“Dial-O-Matic” name on certain of 
its washers until the supply in the 
hands of the company and dealers 
is exhausted. 

The decree mentions that by offer- 
(Concluded on Page 4, Column 4) 
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1940 by more than a million dollars, 
according to Bureau of _ Internal 
Revenue statistics. 

Collections during May of this 
year amounted to $2,379,834.50, as 
compared with $1,334,262.63 in the 
same month of last year. 

On radios and parts, collections 
during May of this year totaled 
$581,193.32, as compared with $333,- 
242.47 in May, 1940. Electrical 
energy tax totaled $4,665,471.84 this 
May, as compared with $3,624,069.17 
last year. 


Knudsen Eases 
Industry’s Fears 
Of ‘Curtailment’ 


‘Committees’ May Be 
_Asked To Formulate 
A Voluntary Plan 


WASHINGTON, D. C.—The War 
Department has asked OPM to “look 
into” the critical material require- 
ments of the manufacturers of 
refrigerators, washing machines, and 
air conditioning equipment in order 
to determine how much can be saved 
for defense production by curtailing 
consumption of these non-defense 
items, Director General William S. 
Knudsen of OPM revealed at a press 
conference recently. 

The request came in a letter from 
Assistant Secretary of War Patter- 
son. Mr. Knudsen, in making the 
letter public, said there was no truth 
in the report that actual curtailment 
percentages had been asked. 

Mr. Knudsen declared that OPM 
had been considering for some time 
“calling in” refrigerator manufac- 
turers to talk over curtailment of 
production. At the same time he 
announced that committees will be 


(Concluded on Page 4, Column 2) 


MacMahon Directs 
Norge Advertising 
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CHARLES H. MacMAHON 
* * * 

DETROIT—Appointment of Char- 
les H. MacMahon as _ advertising 
manager of Norge division, Borg- 
Warner Corp. has been announced 
by M. G. O’Harra, vice president in 
charge of sales. S. M. Adams was 
named as sales manager of the 
Detroit Vapor Stove division to fill 
the vacancy created by Mr. Mac- 
Mahon’s advancement. 

Mr. MacMahon comes to the new 
post with a broad background of 
experience in both advertising and 
sales work. He was assistant vice 
president in charge of advertising 
for First National Bank, Detroit, 


(Concluded on Page 4, Column 4) 


Gibson Boosts Price 
$5-10 on All Models 


GREENVILLE, Mich.—Price ad- 
vances have been announced on all 
models of Gibson electric refriger- 
ators, effective June 20. Five 
lowest-price models in the line, be- 
ginning with the leader at $89.95, 
have been raised $5 list. Model 
F-681 has been raised $8 to $172.95, 
and models ‘SF-691 and SF-791 have 
been advanced $10 to $209.95 and 
$229.95, respectively. 
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BBR EEXTRA REVENUE LINE 
; FOR DISTRIBUTORS! 


Sensational 
Tuthill Junior 
Ice Cream Plant 
= one of Tuthill’s 
complete line of 1, 2 
and 5-gallon Freezers. 


New profits for you—to supplement your 
present sales line-up. This dramatic revenue- 
producing equipment is packed with exclusive sales advantages, yet 
priced competitively for quick sale. Find out how these new Tuthill 
Freezers can give you the extra revenue you're looking for in today’s 
changing market. 


‘ Write or wire for exclusive Franchise facts today. 


REFRIGERATION PRODUCTS DIVISION 
-- TUTHILL PUMP COMPANY 


935 EAST 95TH STREET e¢ CHICAGO, ILLINOIS 
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Monticello, h of one of Virginia’s great 
men —Thomas Jefferson, statesman, author, 
architect, and inventor. 


VIRGINIA —a name that 


Industries, too, have their leaders, their 
great names—and in the refrigeration field, 
the Virginia Smelting Company has been 
among the leaders who helped to create and 


develop a major industry. 


; In the future, as in the past, we shall be 
air guided by the same basic policy; whatever 
pune helps the industry helps us, and helps you. 


EXTRA DRY ESOTOO - Methylene Chloride - V-METH-L 


eal VIRGINIA SMELTING CO. 


a Located at‘tidewater ah 
es) §=6s WEST NORFOLK, VIRGINIA | 


Scaife Directs Kitchen 
Sales For Hotpoint 


HOWARD L. SCAIFE 


* * * 


CHICAGO—Howard L. Scaife has 
been appointed manager of Hot- 
point’s kitchen sales division, suc- 
ceeding Charles L. Griffith, who has 
resigned to devote his entire time to 
other business interests in the East. 

Mr. Scaife has returned from the 
Hawaiian Islands, where for the past 
year and a half he managed the Hot- 
point appliance sales division of the 
Hawaiian Electric Co., Honolulu. 

All sales and merchandising of 
electrasinks, dishwashers, kitchen 
waste exits, steel kitchen cabinets, 
and the kitchen planning service will 
be directed by Mr. Scaife, who will 
also have charge of apartment in- 
stallations of appliances. 

At one time Mr. Scaife was con- 
nected with the appliance and mer- 
chandising division of General Elec- 
tric Co. In 1937 he became assistant 
to G. H. Smith, then manager of 
Hotpoint’s refrigeration sales divi- 
sion. He went to Honolulu in 1939. 


Campbell Wood To 
Manage Kelvinator 
Propeller Division 


DETROIT—Campbell Wood has 
been appointed manager of Nash- 
Kelvinator Corp.’s new airplane pro- 
peller division, which is now being 
set up in Lansing, Mich., to manu- 
facture propellers for army and navy 
bombers. 

Mr. Wood has been with Kelvin- 
ator since shortly after the first 
world war and has held a number 
of executive posts with the corpora- 
tion. Until recently he served as 
assistant to the president with offices 
in Washington, D. C., where he 
headed up the national defense work 
now being done by Nash-Kelvinator. 
Names of the organization mem- 
bers who will operate the new pro- 
peller division were also announced. 
The factory manager will be E. F. 
Keller, who comes from the Nash. 
Motors division of the corporation, 
where he served as master mechanic. 
Mr. Keller is a former resident of 
Lansing and for many years was 
master mechanic of the Reo Co. 
Production manager of the new 
division will be B. E. Ball, former 
production manager of Kelvinator in 
Detroit. W. R. Crossett, comptroller 
of Nash-Kelvinator, will also serve 
as comptroller of this new division. 
B. E. Chapman, plant engineer for 
Nash Motors at Kenosha, has been 
named as plant engineer, and O. E. 
Summers, former employment man- 
ager of Kelvinator, has been ap- 
pointed as the Lansing employment 
manager. 

D. E. Ellis, who has been con- 
nected with the Kelvinator engineer- 
ing staff for a number of years, 
will be purchasing agent. 

The Nash-Kelvinator propeller divi- 
sion will operate a propeller manu- 
facturing plant in a section of Reo 
Motor Co. for the U. S. government. 
The plant is owned by the Defense 
Plant Corp., and has been leased to 
Nash-Kelvinator. It is now being 
rehabilitated under direction of com- 
pany engineers. 

Between 2,000 and 3,000 employes, 
most of them highly skilled me- 


chanics, will be engaged in the 
national defense operations at Lans- 
ing when the plant is placed in full 
operation, according to company 
officials. 
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Do You Know These Fundamentals of 
Appliance Advertising & Merchandising ? 


Just published by Business News Publishing Co. (publisher 
of Air Conditioning & Refrigeration News) is a new book 
“Appliance Advertising & Merchandising.” (Price: $2.00.) 
Written by R. E. Mangan, who for the last 10 years has been 
advertising manager and merchandising expert for one of the 
largest appliance distributing firms on the west coast, the book 
is full of down-to-earth information on making advertising and 
promotion methods pay out. 


Parts of “Appliance Advertising & Merchandising’”—such as 
that below—will be published in the News from time to time, 
to give readers the benefit of some of Mr. Mangan’s stimulating 
thinking, but primarily to create a desire on the part of the 
subscriber to get and read this very helpful book. 


BY R. E. MANGAN 


(From Chapter 7 “Newspaper, Layout, Copy, Illustrations” of the book, 
“Appliance Advertising ¢ Merchandising.”) 


WHEN YOU SELL IN PERSON... 


You don’t skip over selling points, when you make a 
personal sales presentation. You give enough facts to clinch 
each point. Do the same thing in your advertisements. Do it 
briefly, crisply. But get the facts in. Use enough copy to tell 
your sales story. 


Naturally, you make a point of low price and terms in a 
sales presentation. But you stress the value the buyer receives 
for this low price. Make certain that your advertisements 
don’t leave the price and terms unsupported by a value 
build-up. For if you don’t tell enough about the appliance to 
sell its value, the price won’t seem low, no matter how good 
a bargain you offer. You can’t get your money’s worth from 
ads that do little more than shout price. 


No salesman would ever think of using a sales talk on 
his firm as an approach, as an attention-getter. If he did, the 
prospect would probably say, “So what?” and slam the door 
before she ever learned what he was selling. And that’s about 
what she’ll do to the advertisement that is dominated by your 
firm name. She’ll skip right over your ad unless it gets her 
attention with some arresting statement about the product 
advertised that captures her interest. 


Don’t let justifiable enthusiasm and pride in your business 
make your advertisements tell about you, instead of the 
advantages of what you have to sell. The dealer who demands 
that his name dominate an advertisement goes to an extreme, 
of course. But it is easy to let this fault creep into your ads 
to a lesser degree. Remember always to talk the prospect’s 
language. 


A good retail dadvertise- 
ment has the same ele- 
ments as a good sales 
presentation. In this ad- 
vertisement the illustra- 
tions and headline offer 
get attention. The read- 
ing matter and sub-head 
It’s"yours without extra charge explain the special offer 
when you purchase this and build up the value of 
the two appliances offered 
QUALITY-BUILT : : 
in the combination—just 
WASHER as a salesman would do 
in a_ presentation. The 
With the G-E Portable Ironer, this quict, dependable, price, the statement that 


gentle-action Genera Electric Washer completes your 


Srnancntitackenmenn, the quantity is limited, 
nism that never requi oiling and the ular Lovell » 
wringer, Washing and the dealer’s signature 


tion is fast, thorough : 
ne eee 95 telling where to buy are 
WASHER - IRONER — 
COMBINATION the “close.” 
Hurry! Quantity Limited! NOW ONLY as 


Huffman & Karmann 


Eighth at Lemon Ph. -255 Riverside 


WHEN YOU SELL IN PRINT... 


Advertising is salesmanship in print. Its principles are 
the same as those of personal selling. But in its methods we 
do find some differences. 

In a personal sales presentation you cover as many sales 
points as possible, and lay emphasis on those that register best 
with that particular prospect. 


In advertising you are selling to many people at one 
time. So it’s necessary to know which of your sales points have 
the widest appeal, and then to smack the reader hard on these 
points. Lesser sales points get mention, but are not played up. 


In a personal sales presentation your story unfolds point 
by point, in logical order. You get the prospect’s attention. 
You build up the need for the appliance. You convince the 
prospect that your appliance best fills this need. Then, you 
go into a “close,” and quote the price and terms. If you can’t 
close the sale then, and you aren’t in your store, you tell the 
prospect where your store is located, and try to get her to 
visit the store. 


Achieving that same logical presentation on the printed 
page is more difficult. Layout, the proper balance of headline, 
illustration, reading matter, price and terms, and your 
signature must be depended upon to make your salesmanship 
in print present an interesting, orderly, convincing sales story: 
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(they are substantial if they amount 


sold to the general public, and they 


cause it is assumed the “75%”’ retail 


a , to more than 25% of the gross sales are sold in the same quantity or at definition will bring under coverage 
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0} pag y ue ts no longer is considered a retail retail.” If the units are large and law. 
F . establishment eee if it either designed for restaurants and would “An executive, to be exempt,” 
secures or sells any part of its not normally be purchased by pri-_ states the bulletin, “must manage 
y? Interpretation To re | Dealership merchandise in interstate commerce, vate consumers, the transaction the establishment or a regularly 
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eat clarification of the Wage and Hour intrastate definition the division wholesale price. If a discount off of dealers in farm implements. ceive at least $200 per month. 
. law in this field of retailing. points out that shipments or deliver- the regular consumer’s price is 
The interpretation was prepared _ ies across state lines are interstate. allowed, on a number of units greater UNIT AIR CONDITIONERS OUTSIDE SALESMEN 
by the Wage and Hour Division by If, however, the dealer sells an than the private consumer would The bulletin points out that the Outside salesmen are defined as 
special request of AIR CONDITIONING appliance to a purchaser who takes purchase, this is considered a non- WwW generally covers the sale of air those who customarily and regu- 
P a & REFRIGERATION NEWS. delivery and himself carries the retail transaction, and sales for re- Conditioners for installation in busi- larly make sales outside of and 
neh “Dealers have been asking,” says equipment across the state line, the sale purposes are also considered ¢SS Offices. If the unit is a type away from the employer's place 
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tell directly. “If, as they understand Hour Division, “a refrigerator dealer DRUG STORE SALES, ETC. the regular consumer price, it is a of the time normally worked in the 
is the case, a ‘retailer’ is exempt, asks if the sale of a refrigerator or “The sale of a refrigerator for use non-retail sale. establishment by non-exempt em- 
—_ what is a retailer in the opinion of other equipment, in quantity, to jin a drug store for preserving Exemptions applying to executive, ployes. For example, a salesman 
| the Wage and Hour Division? How apartment houses and the like, is a gerums, drugs, or the like, may be 2¢ministrative employes, and outside could not spend more than eight 
ives is a retailer exempt? And just wholesale or retail sale. The division considered retail, if it is similar to S@lesmen are also included in the hours in a 40-hour week doing a 
nts what does the division recognize as holds that the sale of a number of 4 regular household box. If, how- ‘formation for the electrical dealer. bookkeeper’s or, say, a cashier's job, 
ilue ‘retail’ sales? refrigerators, at a discount, for in- yer. the type sold the store is not These exemptions are reviewed be- and still retain the exemption. 
- to “In accordance with Section 13 _ stallation in apartment houses would the type sold householders, or if the 
ood (a) (2) of the Fair Labor Standards’ generally be considered non-retail. store buys in larger quantities at a 
Act, employes of retail establish- “A retailer may occasionally sell discount, the sale is not retail. a 
been ments, the greater part of whose articles to apartment houses and “Sales of refrigerators or ranges 
selling is in intrastate commerce, other large-scale users, but the sales to restaurants present similar prob- , 
are exempt from the wage and hour re considered non-retail if they in- lems. If the refrigerators and ranges 
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the “The phrase ‘greater part’ is inter- than a private consumer would buy ~© 
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our the gross receipts of an establish- are a substantial part of the business ' ‘ 
uct ; 
ess : 
the e 
nds 
me, 
ads . 
ct’s 
ise- 
ele- 
ules 
ad- 
tra- 
ffer —a valve must open or close 
ad- a line with minimum of effort 
ead 
ffer 
of 
red 
ust 
do ; 
rhe —a valve must contain the 
nat fewest possible working parts 
al with nothing to get out of order. 
ure € 
are Sa ? 
—valve must be compact and 
trim in appearance. P 
a 
Sa é 
are 
we —a valve must be easy to install. 
é 
@ 
les 
est 
—a valve must be built of modern 
i” metals and designed from ad- 
ve vanced engineering knowledge. 
se 
1p. 
int 
on. 
he 
ou 
n’t 
he 
to 
ed 
1e, 
ur 
ip 
“y. 
ee 
4 og 


a Holger: aig eoiiel aot aed 
es Satie. PR: AS cee ie 


yy ee = a ee eS ee oe 


ee ee ee Oe Sarkis ars ee ~ 


ge HF . P, J ee 
FS cr 
eae 
g 
a 
a j. 
- 
a 3 ey: 
seem ipsa ail i egg  herearaay 
oo EeeeeeeeeeeeeeeeeeEeEeEeEeEeeeEeeEeEeeeeeEeEeEeeeEeeEeEeEeEeEeeeeeeeeeeeeeeeeeeSSSSSSSSSSESFSFSFSFSFseF oer 
pieces ee 
RNY 
a Sst 
al po " 
: ae 
= 
ta 
| aah 
eens 
wees 
a 
i 
aan 
es 
Pie 
tite 
| a 
7 
' . 
- 
' 
a 
ae 
pi 
F 
Bree 
alt 
a! 
: 
n 
ie 
ae 
en. 
a 
et 
Sin 
a 
i wa 
Or) 
baci 
as : 
. 
yea 2 
hey 
x 
oe 
li 
ee, 
Bay 
eae 
Peso 
ssi oan 
’ 
ak bala 
f 
: 4 
4 : 
. 
a 
eo 
one 
ae: : 
waa 
oo 
oO. 
*S. g . 5 fa ™ oe! er, res. a *'? ay - 2 4. =~ 2 a ae a A 
. a pe'4 r = i _ = oe r ye re he ne | ae pre pe ee: aN RS | es 


4 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 25, 1941 


i 


Big Stores ‘See Red’ 
On Appliance Dept. 


(Concluded from Page 1, Column 1) 
eration, but lost some of this advan- 
tage through higher operating costs, 
turnover having been slower (4.4), 
and sales per square foot consider- 
able reduced (approximately $63 to 
$35). However, sales of other appli- 
ances were up some 6% over those 
reported for 1939 by stores covered 
in the study. Loss in 1940 on major 
appliances other than refrigerators 
was 4.3%, with departmental operat- 
ing costs being approximately 36%. 

Best refrigeration record during 
1940 was shown by those department 
stores with total sales of $10,000,000 
and over in all departments, where 
this department lost 4.4%, compared 
to a loss of 6.6% in 1939. Gross 
margin shown by stores in this class 
was 29.1%, with stock turnover of 
7.6 times. Average gross sale, how- 
ever, dropped from $117.36 in the 
spring period to $114.35 in the fall. 
Average sale per square foot of 
selling space was $68. 

Greatest percentage of gain over 

1939 in refrigeration was registered 
by stores in the $1,000,000 to $2,000,- 


000 overall volume class, which 
reported a loss of 10% on their 
refrigeration departments in 1939, 


but more than halved this figure last 
year. 

Stores in this class showed a gross 
margin on refrigeration of 28.8%, 
with 6.3 stock turns during the year, 
and an average gross sale which 
dropped from $99.01 to $94.50. Re- 
frigeration sales in these _ stores, 
which amounted to 1.9% of total 
store volume, averaged $48 per 


square foot of selling space. Operat- 
ing expenses of these stores, how- 
ever, was 33.5%, according to the 
study, leaving a net loss of 4.7% for 
the year, but a notable improvement 
over the 1939 loss figure of 10% for 
this department. 


Knudsen Discusses 
Curtailment Plans 


(Concluded from Page 1, Column 5) 
set up for all industries which com- 
pete with defense program. 

This program inaugurates a major 
change in the policy of OPM. Com- 
mittees will include representatives 
of each industry, of labor, and of 
the various divisions of OPM includ- 
ing OPACS. 

The refrigerator industry may not 
be concerned over the possibility of 
drastic curtailment of production at 
the outset, Mr. Knudsen declared. 
A small initial cut such as the 20% 
asked of the automobile industry 
will be the curtailment policy. This 
plan will be followed in order not 
to liberate more workers than can 
be absorbed at one time by the 
defense program. 

Possibility also that major appli- 
ance manufacturers may be asked to 
reduce the number of their types 
and sizes is seen in the “simplifica- 
tion program” recently announced by 
Donald Nelson, director of the Divi- 
sion of Purchases of OPM. 

This program, soon to start, will 
set up committees to confer with 
OPM on reducing the number of 
lines turned out by an industry, for 
the purpose of releasing more of the 
capacity of each plant for defense. 


Zimmerman Named 
Airtemp Sales Head 


(Concluded from Page 1, Column 2) 

tribution and marketing of new 
products, having been a sales and 
advertising executive with General 
Electric Co. for more than 20 years 
prior to his association with Norge. 
While with G-E, he is credited with 
originating and supervising a num- 
ber of merchandising plans for the 
promotion of lighting and heating 
equipment and electrical appliances, 
including such industry-wide activi- 
ties as Lighting Educational Bureau, 
Food Preservation Council, Electric 
Refrigeration Bureau, and Modern 
Kitchen Bureau. 

Originally one of the men respon- 
sible for the development of mer- 
chandising plans for the G-E Monitor 
Top refrigerator, he later directed 
the sales activities of all that com- 
pany’s household appliances, includ- 
ing radios, ranges, washers, water 
heaters, air conditioning equipment, 
etc. 

As a merchandising counsel for 
Grace & Bement, Mr. Zimmerman 
has been in close touch with Airtemp 
activities since November, 1940. In 
his new post he has complete charge 
of Airtemp’s entire sales organiza- 
tion, advertising, and merchandising 
activities. 


Harff Heads Mullen Sales 


SHEBOYGAN, Wis.—Ben W. Harff 
has resigned as manager of the 
Gamble store here to become sales 
supervisor of Mullen Co., Westing- 
house distributor. 
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White 


MONGE RS; 


PACeTAN _ 


TYPE 1531 

Low-side Pressure Control. 
Range, 22 inches of vacuum 
to 50 Ibs. adjustable differ- 
ential 5 to 35 Ibs. 


Guess-work and repeated gauge testing are out- 
dated by White-Rodgers uniformly calibrated, easy- 
to-read dials. A quick twist of the screw-driver and 


~THAT’S WHY MORE 
“REFRIGERATION SERVICE MEN 


desired cut-in and cut-out pres- 
sures are instantly obtained. 
Ease of setting plus other 
time-saving features of White- 
Rodgers Pressure Controls, 
combined with their accurate 
performance and trouble-free 
switch operation has made them 
the outstanding favorite of 
refrigeration men everywhere. 


Write today for the new 


White-Rodgers Refrigeration Catalog. Then see 


for yourself how much time and money you can 


save on your next installation by using White- 


Rodgers Controls. 


1211f CASS AVENUE 


WHITE-RODGERS ELECTRIC CO. 


SAINT LOUIS, MISSOURI 


1 Make pressure and electrical 
e connections. 


Quickly set cut-in and cut-out 
Zi temperatures on calibrated easy- 
to-read dial. 


Throw the main switch, and start 
3: for the next job. 


All Rubber Imports 


To Be Bought By 
Gov’t Corporation 


(Rationing of rubber was predicted 
by the News in the May 28 issue.) 


WASHINGTON, D. C.—All crude 
rubber imported by the United States 
from the Far East will be purchased 
solely by the Rubber Reserve Co., a 
government corporation, it has been 
announced by Jesse Jones, federal 
loan administrator. 

This move, effective June 23, will 
give the government virtual control 
over rubber supplies at the source, 
since most of this country’s imports 
come from British Malaya and the 
Dutch East Indies. 

“The purpose of this action,” Mr. 
Jones explained, ‘is to accelerate 
the accumulation of the government 
reserve supply and to facilitate dis- 
tribution to the manufacturing indus- 
try fur defense and commercial 
requirements in accordance with such 
consumption programs as may be 
established by the Office of Produc- 
tion Management and the Office of 
Price Administration and Civilian 
Supply.” 

Consummation of existing pur- 
chase contracts would not be affected, 
Mr. Jones stated. 

The British and Dutch govern- 
ments and the International Rubber 
Regulation Committee cooperated in 
working out this new arrangement. 

Rubber will be purchased at 18% 
cents a pound for standard ribbed 
smoked sheets. Freight charges 
from Asiatic ports will be borne by 
Rubber Reserve Co. 


Judge Holds Against 
‘Dial-O-Matic’ Name 


(Concluded from Page 1, Column 3) 

ing and selling washers under the 
Dial-O-Matic name, Wieboldt’s has 
infringed upon 11 O-Matic trade- 
marks of the Williams organization, 
and that matters regarding an ac- 
counting, damages, and costs have 
been settled out of court. 

Bendix is shown as assuming the 
expense of defending Wieboldt’s in 
the copy of the agreement filed with 
the decree. Number of machines 
bearing the Dial-O-Matic name in 
the hands of Bendix and its dealers 
is set at about 2,500 units, and it is 
agreed the name will not be used 
after these are sold. 


MacMahon New Norge 
Advertising Head 


(Concluded from Page 1, Column 5) 
from 1925 to 1932, and is a past 
president of the Detroit Adcraft club 
and the Financial Advertising Asso- 
ciation. 

His association with Norge and 
D.V.S. divisions of Borg-Warner 
Corp. began in 1932. He has since 
served successively in the positions 
of field-salesman, product manager, 
regional manager, eastern sales man- 
ager, branch manager, and general 
sales manager of the D.V.S. division. 
His headquarters will be at the 
Norge general offices here. 


Dealers Face New 
Hours Law Rule 


(Concluded from Page 1, Column 1) 

of section 13 (a) (2) of the wage. 
hour law which provides that the 
floor for wages and the ceiling for 
hours shall not apply “to any em. 
ploye engaged in any retail or 
service establishment the greater 
part of whose selling or servicing jigs 
in intrastate commerce.” 

“From the first,” Gen. Fleming 
said, “the division has taken the 
position that a ‘substantial’ amount 
of non-retail selling would nullify 
the retail exemption for any estab- 
lishment. Shortly after I became 
administrator we interpreted ‘sub- 
stantial’ in this respect as more 
than 50%. Subsequently the United 
States Court of Appeals for the 
Eighth Circuit (St. Louis) handed 
down an opinion that the wage and 
hour law, as an humanitarian law, 
is entitled to a liberal construction 
and that exemptions from it are 
subject to strict construction. The 
First Circuit Court (Boston) said the 
same thing. Many wholesalers com- 
plained about the competitive whole- 
sale service that retailers not under 
the 40-hour week were able to pro- 
vide. So we are now regarding 
‘substantial’ non-retail selling as at 
more than 25%.” 

The typical department store con- 
tinues to be exempt. While many 
conduct wholesaling operations, these 
sales seldom approach 25%. Since 
each physically separated place of 
business continues to be regarded as 
a separate establishment, the law 
does not apply to chain store retail 
and service establishments, even 
though the chain spreads into several 
states. The law applies, however, 
to warehouses, central executive 
offices, manufacturing or processing 
plants or other non-retail selling 
units. 


“At times it has been assumed,” 
the bulletin says, “that an establish- 
ment is retail unless it is shown to 
be a wholesale, manufacturing, or 
other well-recognized type of estab- 
lishment. In our judgment, this 
assumption is incorrect.” 


Declaring that for the exemption 
to apply the establishment must 
have retail characteristics, the bul- 
letin says that retail establishments 
are characterized by their numerous 
small sales. They are patronized 
regularly by the general consuming 
public. 


The division continues its position 
that service establishments must be 
similar to retail establishments to 
be exempt. Household refrigerator 
service shops, for example, are 
exempt, whereas a service establish- 
ment repairing commercial refriger- 
ators in more than 25% of its 
business would not be exempt. 


Art Grove Directs MKB 
Plan Committee 


NEW YORK CITY—W. A. “Art” 
Grove, advertising manager of Hot- 
point, was elected chairman of 
Modern Kitchen Bureau's plan com- 
mittee for 1941 and 1942 at 4 
meeting of the executive committee 
held during sessions of Edison 
Electric Institute’s recent annual 
convention in Buffalo. 


—— 


A PERFECT COMBINATION 


LA CROSSE CLUB SPECIAL 


without bar top. 


This model has become the dealers’ favorite. 
combination consisting of a two keg direct draw, two keg pre-coolet, 
and a fourteen case dry storage bottle cooler. 


Write Department A.R.-A41 for full particulars. 


LA CROSSE NOVELTY BOX MFG. COMPANY 
LA CROSSE, WISCONSIN 


A compact 


Available with or 


‘<r 


Re. a es ae a ee , <a 


Fi 


effect: 
norms 
able t 
of fil 
We | 
movir 
know 
a loss 


“TT 
us W 
avera 
photo 
about 
film | 
a pla 
at a 
consté 
this s 


M 


DE! 
elimin 
result 
Serve’ 
driver 
the sé 
Marke 
from 

The 
numb 
and | 
operat 
Des 
withir 

The 
Stallec 
First 
Augus 
ment. 
test | 
subjec 
torily 
ordere 
install 

The 
insula 
the ff 
Ment, 
and } 
evapo 
mount 
Walls 

Ray 
for th 
contri 
Serve] 
Specia 


me ‘ ° ga ant Ait : eh Ks is aM oe. , ~ mt ae , 1g aa ; 
a | 
ry ee . ; | AMI Pest ga arr Spay 
— 
_ L —_ 
- 
| ee ee | 
q PH 
creas 
q ; 
t variet 
| the i 
t refrig 
a sup?! 
f maint 
60° F 
: factul 
peratl 
— Wh 
* ; 
eH stantl 
ature, 
figure 
of Tr 
expiré 
year | 
Thus 
: tion | 
ipa extent 
7 : R 
=i The 
: feet ¢ 
of co 
a film < 
2 room. 
Sin 
pe peratt 
reachi 
able | 
slow-! 
ie by mi 
a arr en a easily 
ey, in an 
lai perati 
~ Fred 
7 } EIT FROM ME com 
- ee - eee 
a ta e e- TA K heat 1 
ae ‘he ‘ i ' . a « 
" ak. mo). | KNOW WHAT White- Rodgers 
| - glee $s CAN DO! 
Ss Gia CONTROL ! 
* ee ge i con F ; : 
me ai: ihe “Va re 
‘4 ess pa ee y hat ete 
3 , Ste ae : 
= 2. Ga dr 
; : i be Sa pee ace BR Tok ape et a = Reeve A K bE U S i § a we: same, be 
: So al cE pci etre) '<” (Cae ain re: Se ae ae 
me: eee + CC eee e ; aa 7 sil 
io Ps White - Rodgers PRESSURE CONT 
ai co Ra . . ROLS 
i ee 
et sia... alae en oti male p 
~~ Se Se = 
ed 5 bs ee a 
| ) “ oy 
rm ¢: o Ta rn 
se “ De FV Fy 
| ean : (ie oj ag ; 
; Fees 2 ts | 
eg a : 
= | 
a . | 
e «pa : 
a Ne : ” 
: Ans rm ; 
( “ ai 
: fet 
, ee ae a ee te as ae: 
= ook, j c # aan ame 3 — _- i . " 
ee Koy : = eae 
\ d a ' = a aS . 
ie. “yy hs 
i es a Bra 
rz ; 5 e ‘ s 
ft Controls for Refrigeration BES Sin 2 ae ee 
| e. Healing * Air-Conditioning — ie ee ATI 
eA :' ce ee, Servic 
etre «: has b 
ad evel 
ns . e ion 
» Te, E 
oy Sage 6 sore “ an aed i ne ee ik hes See ig = - 
a ee eR ER ie > Ba” Be. Ree 27 -} 
ee Ye a 2% are =i . et ‘ > od sata — + 7a . 7 . ae - ext = ae + ; 
ek ae ae dee Lo ee (ea opie : Jer sete were 28 ese : an : 
a ET} ~ ee Et sf oe “OS ee scenes hE * ee rae ee iene it " bey +e a i a " $ ee : a al = se 
-, , ~ = Wea ie we ge ee 5 4 a AaaeesT: a 
<< Calica: F*% 


ow 
le 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 25, 1941 


5 


—_—_ 


Film Refrigerator 
Increases Stock 


‘Frozen Frogs’ Aid Science In. 


Frogs ‘Hibernate’ In Refrigerator 


National Defense Effort 


mn 1) 
a & Booms Sales 
at the . Before Testing Heart Stimulants 
“g = PHOENIX, Ariz.— Not only in- hn 
ail op creased ye ay Sd pent i age ead DETROIT — Refrigeration serves Parke, Davis & Co., special refrig- 
sreater variety Rosie a 6 Ge steams the national defense program in the’ eration equipment was installed by 
cing igs the _— tor by the Getsinger peate vital field of scientific research by Ben Hyatt of Copeland Authorized 
ref! nog nad a The ais erator Keeping frogs used in the testing and Refrigeration Service. The basic 
leming Suppy ” cea cc he of control of heart stimulants made for equipment consists of a Midwest Mfg. 
nm the eeintene . ak be oe manu. the U. S. Army: in the laboratories Co. 25-cu. ft. two-door reach-in 
mount 60 bed: pg ge Fone e tem- of Parke, Davis & Co. here. refrigerator and a Day & Night 
nullify costae. and 6 The director of research for the water cooler, both powered by a 
estab- j _ company is using specially designed %-hp. Copeland “Freon” refrigerat- 
ecame wae 8 ae — qe refrigeration equipment to control ing machine. 
‘sub- stantly _ poll d ie fe pA rong be the activities of live frogs used in All controls are mounted on a 
more sated gf ig 8 Foro ~ rg i out the experiments. special panel board adjacent to the 
United i. peat ol Getiessiie, tho The frogs are kept dormant by a a = — gua This : 
&.. expiration date on film is about a oe pay soe eth Magy A gaa pire omg omar Ry At td songs On this special panel board are mounted all the controls which operate 
re and year from the time of manufacture. this immed coat. ie frome make all adjustments without going the reach-in refrigerator and water cooler used to maintain the proper 
b ten Thus if film is kept erga yar “hibernate” in glass containers and ear the compressor, which is temperatures for frogs at Parke, Davis & Co.’s Detroit laboratories. 
uction tion for pd sine r cag Rosco are not active. By removing the mounted in the basement three floors High and low pressure gauges mounted on the panel make it unnecessary 
it are es a a TT frogs to a higher temperature their below. for the service man to go to the compressors when adjusting the system. 
The E normal activity is quickly restored 
lid the enalapril — and their te bs pc. kinds CONTROL HOOKUP Suction line from the refriger- in the walk-in refrigerator and to 
3 com- The built-in refrigerator is 5 x 10 of heart stimulants can be checked Both the refrigerator and the tr is held at about 13 Ibs. the water cooler. The system has a 
whole- net ae wn sage coe a age and recorded. water cooler are controlled by White- Refrigerant solenoids in the liquid ‘4-inch liquid line and a %-inch 
under of cork. b = ged ro gon el P ‘ Rodgers refrigerant temperature con- lines are controlled by the thermo- suction line. 
» bit so ’ on Yee Oe trols. When both thermostats are stats. Each solenoid is equipped with = Mr. Hyatt asserts that with this 
ing i ‘ When the frogs are removed from _ satisfied, a Penn low pressure control Separate shut-off valves, and similar type of control arrangement it is 
as at Since —— a tne 36° refrigerator they are placed will cut off the compressor on pres- hand valves are installed in the suc- pl to keep both rd and water 
peratures B sige pind has been i” @ special 8-foot long, insulated, sure, after the cycle is completed and tion lines. This makes it possible to temperatures within very close limits. 
= con- reaching 13 det - tion losses on ‘tainless steel lined pan, which is both units are pumped down. Pres- isolate any part of the system during To assure a supply of water to the 
many able to cut po . oi ” d emulsions ‘SUPPlied with a constant flow of sure in the main suction line is service work, and keep the balance frog tank at the right temperature, 
these slow-moving oo ” ra ees niece water at 68° F. Accurate control of controlled by an American Injector Of the system in operation while the 4 water mixing valve can be used 
Since ~, Berge od ve ‘. > tan vind will this water temperature is essential, constant pressure valve. A two- work is in progress. to introduce warm water to the 
ce of A storage aeaae i et hort time 2% 2ny change in temperature would temperature American Injector valve An American Injector Silica Gel system, particularly in winter, when 
led as easily pay for “ => nese r tem- Cause a variance in the results of in the suction line from the water drier in the liquid line prevents city water temperature might be 
> law in any rye be weg ‘suas rollin er ©xperiments on the frogs. cooler stabilizes the pressure at 30 moisture from entering the system as below the desired 68° F. and the 
retail a ince ,~ + -“—~ ee To meet the requirements of Ibs. refrigerant flows to the blower coil water cooler is not in use. 
ev . © 
wail completely eliminated losses from a _ 
vever, heat fog and have been able to extend 
cutive effective life dates of film beyond all 
essing normal limits. As a result, we are 
selling able to carry a much greater variety 
of film during the summer months. 
med.” We can stock even the slowest- 
blish- moving sizes and emulsions and 
wn to know that we’re not going to take 
g, or a loss. 
— GET NEW CUSTOMERS 
“The equipment has also provided 
:ption us with a real sales asset. The 
must average well-experienced amateur 
- bul- photographer who knows anything ‘ ; 
ments about the effect of summer heat on 
erous film naturally prefers to buy from ee imcr ease %& ¢% es 
nized a place that stores its merchandise 
ming at a perfect temperature. We're & 
constantly getting new customers on are ro iis 
sition this score.” 
Sto WITH AIR CONDITIONING 
ts to e . 
rator Mechanica Units on | 
= = It’s “happy days” for everybody—patrons, proprietor 
se Trucks Eliminate and supplier—when the air conditioning job is entrusted 
f its = to a Brunner unit. That’s because Brunner is so depend- 


KB 


Meat Spoilage 


DES MOINES, Iowa — Complete 
elimination of meat spoilage has 
resulted from the installation of 
Servel Model NZ-75 gasoline engine 
driven refrigeration units in three of 
the sales trucks operated by Fulton 


able. It eliminates all worries of breakdowns... keeps 
the cash register tingling and the proprietor smiling... 
builds good will all around! 


In addition, there’s Brunner’s money-saving operation, 
enabling the refrigeration unit to pay for itself in shorter 
time. Secret behind this is in construction—in the les- 
sons learned from years of research and practical expe- 
rience. And Brunner units are built to give this eco- 


‘Art” Market Co. here, according to reports 

Hot- from this firm. nomical, trouble-free kind of service for years on end. 
ailk age ye pun pi 206 fon Pan es There’s a Brunner unit especially suited for every kind 
1t a and rd Rare trade in this area of air conditioning or refrigeration job. Available in a 
rittee operating a fleet of trucks covering wide range of capacities from 4 to 25 tons. Write for 
dison Des Moines and outlying towns catalog. Brunner Manufacturing Co., Utica, N.Y., U.S.A. 
anual within a radius of 75 miles. 


Servel installations by devising a 
ct Special hook-up for the units. 
., B . 
Qt tadley Is Appointed 


The Servel units were sold and in- 
stalled by Bennett Refrigeration Co. 
First of the units was installed last 
August as more or less of an experi- 
ment. Throughout the six month 
test period to which this unit was 
Subjected it performed so satisfac- 
torily that the company recently 
ordered two more identical units 
installed in two of its other trucks. 

The Servel-equipped trucks are 
insulated with 4 inches of cork in 
the floor of the storage compart- 
ment, 4 inches of cork in the sides, 
and 5 inches in the ceiling. The 
evaporator consists of two fin coils 
mounted horizontally on the _ side 
Walls of the truck body. 

Ray Huntoon, fleet superintendent 
for the Fulton firm, is credited with 
Contributing to the success of the 


Servel Distributor 


ATLANTA—Bradley Refrigeration 


1 TODAY’S CUSTOMERS have been taught to expect air conditioning in restaurants, theatres, stores and 
shops. Failure to provide it may cost, in trade profits, many times the price of a Brunner unit. 


WITH EVERY Brunner goes 

the Underwriters’ Laborato- 
ries approval and the U. L. Seal. 
Proof of Brunner reliability. 


EXPERT FIELD engineers, stationed in all parts 
of the U. S., are available for consultation on any 
refrigeration problem. Their practical 
experience will prove invaluable. 


@ SEND for the 
“inside story". 
Brunner superi- ‘| 


{ vine Co., 150 Merrits Ave., N. E., FOR YEARS THE ority illustrated 
aS been appointed a distributor of point by point. 
Serve] prt a commercial refrigera- COMPACT AND DURABLE. Brunner units are precision built to stand the gaff of severe service. SYMBOL OF QUAL ITY <7 
— tion roducts in this t it | Heavy duty motors, dependable controls, bronze bearings, extra heavy structural members, silent ~ 
POOCESTS om ~~. eee eccentric drive. Above: Brunner Model W-25,000—4 cylinders, 25 h. p. water-cooled condensing unit. aed 
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Editor's Note: 


Here is the third and last session of the “trade-in forum” 
which the News has been conducting for the past three weeks. 
On this page, as on the other two, appears a wealth of practical, 
down-to-earth information on how some refrigerator dealers are 
finding a working answer to the growing trade-in problem. 

This information is offered in the hope that what a few 
dealers have done along this line may furnish many other 


appliance merchants with a clue 
trade-in difficulties. 


to the solution of their own 


‘Salvaging’ Plan on Trade-Ins Makes 
2 Good Units Out of Every 3 Taken In 


Turning Out ‘Hybrid’ Boxes Enables Indianapolis 
Dealership To Sell 150 Used Units a Year 


INDIANAPOLIS Rapid and 
profitable turnover of trade-in re- 
frigerators made possible by an 
unusual reconditioning plan has en- 
abled Fulwider Radio Shop to cope 
with this city’s heavy saturation and 
consequent high percentage of deals 
involving trade-ins. 

The firm, a G-E dealership, takes 
in more than 150 used refrigerators 
a year, one for every other sale of 
new equipment. 

“We have never had more used 
boxes than we could sell, but usually 
found more than we could recondition 
without tieing up the shop for 
weeks at a time,” explained Charles 


Fulwider, president of the company. 
“Consequently, we have been forced 
to develop some plan of recondition- 
ing whereby we can turn over the 
used stock as swiftly as possible 
with the minimum expenditure of 
reconditioning time per unit.” 


Space for storage and repair of 
trade-ins was a problem until Mr. 
Fulwider converted a long junk 
shed in back of the store into a 
shop for the simpler reconditioning 
work—steam cleaning, painting, and 
dismantling. This ended interference 
with warranty service on other 
appliances, and provided room for 
thirty to fifty units. 


Usual allowance on trade-ins is 
only $10 or $15, since most models 
are old and many are “orphans.” 

Practically no models are sold in 
“as is” condition. Mr. Fulwider’s 
system calls for salvaging every- 
thing useful from the trade-ins and 
assembling the various parts into 
an efficient and salable refrigerator. 
He tries to make one or two good 
refrigerators out of every three 
received. 

Good cabinets are essential, for 
the service men can always find 
enough equipment to assemble an 
efficient cooling unit. When the 
cabinet is in good condition, and the 
unit in need of repairs, the cabinet 
is cleaned, or, if necessary, painted 
by an outside firm at a cost of $5. 
Parts from other boxes make up the 
refrigeration mechanism. 

One old G-E box recently sold by 
the firm had a Kelvinator compres- 
sor, Frigidaire condenser, Westing- 
house motor, and parts from three 
other makes. It carried a one-year 
guarantee. 

When reconditioning work is com- 
pleted, the refrigerator is tested for 
at least 48 hours. Such boxes are 
sold for low prices, $45 being the 
maximum. Guarantees range from 
90 days to a year. A long “waiting 
list’ permits a four-day turnover on 
the average unit. 

Refrigerators more than eight 
years old cost about $15 to recon- 
dition. Newer models cost less. The 
reconditioning men _ specialize, one 
being responsible for assembling 
efficient condensing units, the other 
cleaning and _ repairing cabinets. 
Only those cabinets with rust or 
extensive damage are _ discarded. 
This reconditioning plan has enabled 
the Fulwider company to use 90% 


of the parts of their trade-in units. 


APPLIANCE MEN— 


YOU NEED THIS BOOK 


IT WILL ADD PUNCH AND POWER 
TO YOUR SALES EFFORT 


“Appliance Advertising & Merchandising” reveals persuasive methods, 


crack formulas, 


and buy-stimulating tricks that have been proved. 


All the talent and experience of Author R. E. Mangan’s 10 sales-resultful 
years as ad-man for George Belsey Co.—G-E’s big southern California 
and Arizona distributor—has been packed into this book. 


Only one of its kind, it’s ready for you to use now. 


It tells how and 


where to advertise, step-by-step pointers for increasing the sales-pull 


in your newspaper, billboard, radio, and screen advertising. 


It shows 


you how to build more sales-appeal into your store display. 


Lose no time in_ putting § this 


Send for your copy today. 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. 


sales-producer 


to work for you. 


on see ae 


| 
Gentlemen: Please send my copy of “APPLIANCE ADVERTISING | 


& MERCHANDISING” to: 


a 


City 
} $2 enclosed. 


er 


ee ey 


[) Send C.O.D., I’ll pay postman. , 


- 


Here's What Is Packed Into 
This Best- Seller's 164 Pages 
@ How to be a good advertising 
manager of your business 


@ What can advertising do 
for your business? 


@ How to plan your advertising 
program 


@ Advertising quackery— 
Don’t be a sucker 


@ How to make your store work 
with your advertising 


@ Why newspaper advertising 
is your best bet 


@ How to prepare newspaper 
advertisements that sell 


Retailing with radio 
Outdoor advertising 


Screen advertising 


Put merchandising behind 
your advertising 


@ Things you should know about 
the terms, measurements, and 
mechanics of advertising 


@ Merchandising 
market 


in today’s 


@ Highlights of a few typical 
dealer operations 


“Appliance Advertising & Merchan- 
dising” is the first book of its kind 
ever to be published. It is well- 
bound in a blue cloth cover. Con- 
venient size—9 x 6 inches—makes 
it easy to use at your desk. Produced 
by the publishers of Air Condition- 
ing & Refrigeration News and 
The Refrigeration Library. 


Business News Publishing Co. 


5229 Cass Ave., Detroit, Mich. 


Reconditioning Well Known Porcelain 
Models Keeps Price of Resales High 


‘Teaser’ Display on New Appliance Sales Floor 
Has Double-Barreled Effect on Prospects 


of the H. S. Woodard Co. 


Note the apparent high quality of these units. 


Reconditioned trade-ins get a final check-over at the Woodard Co. store. 
Reconditioning is thorough, and used units sold at relatively high prices. 


ST. LOUIS—The fact that H. S. 
Woodard Co. sells 85% of its trade- 
in refrigerators for only a few 
dollars less than the price of some 
brand new models is no inexplicable 
accident—rather, it is the result of 
a well planned and executed program 
of careful appraisal and thorough 
reconditioning and of a definite effort 
to cater to the “cream” market. 


For the past year the Woodard 
company, Frigidaire dealership here, 
has carried on a brisk business in 
used appliances in a rear room 
directly behind its new appliance dis- 
play floor. Despite the relatively 
high prices, turnover of the stock is 
so rapid that the used refrigerator 
display is seldom composed of more 
than four or five models. 

The Woodard firm takes in few 
used boxes that do not have all- 
porcelain finish. ‘We find that pros- 
pects are always more interested in 
boxes with porcelain finish,” explains 
H. S. Woodard, president of the 
dealership, “and so we are willing to 
give a better allowance for models 
of this type.” 


Typical sale prices of the recon- 
ditioned trade-ins range from $149.50 
for a 12-cu. ft. commercial cabinet 
to $59.50 for a 5-cu. ft. apartment 
model. Only occasional units are 
sold for less than $69.50. 


At the left of the main door enter- 
ing from the street into the Woodard 
company’s new appliance showroom 
is a “teaser” display of two typi- 
cal reconditioned used refrigerators. 
This display serves a two-fold pur- 
pose—it informs the prospect who 
“just drops in” to the store that 
Woodard’s handles used refrigerators, 
and also suggests an alternative to 
prospects who balk at the price of 
the new models. 


The Woodard company reconditions 
only the well known makes of refrig- 
erators. <A flat rate of $20 covers 
cost of reconditioning. This price is 
$22.50 when refinishing is required. 

The reconditioning includes new 
gaskets, retinned shelving, new faces 
on ice cube trays, steam cleaning of 
motor and interior, and chemical 
cleaning of hardware. The refrig- 
erating mechanism is pulled com- 


42> 


* 


pletely apart, and new parts are in- 
stalled if necessary. 


In explaining how he manages to 
sell these reconditioned units for 
such high prices, Mr. Woodard says: 
“We find that most of these units 
sell to the class of customers who 
appreciate a good used refrigerator.” 


Harris Appliance Dept. 
Moved To Main Store 


DALLAS, Tex.—A. Harris & Co. 
has moved its appliance department 
from its location at Akard and 
Pacific Aves. to air conditioned 
quarters on the second floor of the 
company’s main building at Main 
and Akard. 

Mrs. Zola Kay, department man- 
ager reports that floor traffic and 
sales have doubled since the move 
was made. 


— 
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No Joints! No Leaks 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 


free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor mai- 
facturers. Write for complete 
information. 


ROME-TURNEY. 
RADIATOR COMPANY 


222 Canal Street 
ROME, N. Y. 
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Exports To South America Will Rise With Better Relations, Exporter Says 


Information on “Tricks of the Trade’ 


von the motor had cooled off it 
would start up again. 
The electric circuit was examined, 


Made 7,000-Mile Trip 


rally high, requiring considerable 
cooling capacity. The problem, how- 
ever, is more than one of capacity. 


i “ but no excess load was found. An air conditioned room is more 
y ou he B En ineers & Servicem en Finally, Mr. Burgin said, it was or less “hermetically sealed.” When = 
g y g learned that the house wiring was two or three people enter an air : hy 
- too small to carry the required conditioned room from the outside ny 
voltage. they are usually perspiring freely. i 


Installing Satisfactory Air Conditioning 


Systems In Tropics Is Still a Problem 


By C. Dale Mericle 


DETROIT—United States’ exports 
to South American countries have 
increased considerably since the war 
curtailed Germany’s trade, but there 
is still a great deal to be done to 
improve U. S. relationships with 
South America, reports Ernest C. 
Burgin, export manager for Tecum- 
seh Products Co. and president of 
Foraco Corp., who just returned 
from a five-month trip “south of the 
porder.” 

Mr. Burgin’s 7,000-mile journey 
took him to Brazil, Uruguay, Argen- 
tina, and Chile. 

What do refrigeration men in 
South America want from United 
States manufacturers and suppliers? 


THEY HAVE BASIC DATA 


“Among other things, informa- 
tion,’ replied Mr. Burgin readily. 
“But not the kind of information 
they usually get. In South America 
a man who wishes to learn the 
basic and fundamental theories of 
refrigeration engineering can do so 
easily, for information on this sub- 
ject is readily available. 

“However, in actual everyday re- 
frigeration engineering and servicing 
such information doesn’t help much. 
The refrigeration men in South 
America want practical information 
on the little ‘tricks of the trade’ 
that service men have to know to 


be able to make and keep machines 
operating. 

“For instance, if a certain type of 
expansion valve isn’t operating cor- 
rectly, what are the many things, 
probably simple things easily cor- 
rected, that could be wrong? Or 
what are the various ways of drying 
out a system, and what will happen 
if the service man does this or that? 


“There are two aspects to this 
information problem,” Mr. Burgin 
continued. ‘The men want to know 
how to fix things and the exact 
manner in which to proceed. But 
they also want to know just what 
might happen if they did certain 
things. They sometimes are afraid 
to go ahead with a certain repair 
operation because they don’t know 
all the possible consequences and 
how to avoid mistakes.” 


PERSONAL EXPERIENCE 


Mr. Burgin recalled one service 
operation he ran into. The unit of 
this household refrigerator would 
run for half an hour and then stop. 
After a short time this would be 
repeated, and the refrigerator wasn’t 
bringing down the’ temperature 
properly. After careful investigation 
it was discovered that the motor 
wasn’t receiving enough current. It 
would overheat and then be stopped 
by the thermal overload switch. 


There is an increasing amount of 
manufacturing in South America in 
the refrigeration field, Mr. Burgin 
reported. In several countries firms 
are making fittings, hinges, and door 
latches. According to Mr. Burgin, 
a comparatively simple but efficient 
way to reduce the porosity of metals 
used in fittings has been developed 
by these companies. 

In Montevideo, Uruguay, a com- 
plete line of household refrigerators, 
from 4 cu. ft. up to 10 cu. ft. is being 
manufactured by a local firm, Casa 
Orlando de Ferrosmalt, S.A. This 
concern builds the complete cabinet 
and evaporator, importing the con- 
densing unit from the United States. 


BUSINESS GROWS 


A pioneer in the manufacture of 
such things as stoves and bathtubs, 
Casa Orlando is a specialist in por- 
celain enameling, Mr. Burgin said. 
About four years ago the firm became 
interested in refrigeration, began 
building cabinets, and has developed 
this part of its business at a great 
rate with steadily increasing profits. 

In describing some manufacturing 
operations of the plant, Mr. Burgin 
pointed out the development in South 
America of highly skilled mechanics, 
particularly in welding. 

“When a part of some machinery 
is damaged, people in South America 
can’t wait the many weeks required 
to send back to United States or 
Europe for a replacement part if 
one isn’t available there. They simply 
have to fix it themselves, and do.” 

The top of the refrigerator cabinet 
presented a special problem to the 


ERNEST C. BURGIN 


Export manager of Tecumseh, 

he believes the United States 

must do much to improve its 

relations with South American 
countries. 


manufacturer, for he didn’t want to 
make a die to stamp out the top 
with its rounded corners. By cutting 
the corners properly the edges of 
the sheet could be turned down to 
make a perfect fit at the corners. 
The corners were welded, and when 
the top was completely finished no 
joint could be observed, Mr. Burgin 
said. 


SOLVING THE PROBLEM 


Air conditioning in the tropics is 
not as yet a completely solved 
problem, Mr. Burgin declared. Tem- 
peratures and humidities are natu- 


The conditioned air evaporates this 
perspiration, also absorbing its odor. 
If a cigar or cigarette is being 
smoked, that odor, too, is taken up 
by the air. When this air, laden 


._ with the smell of perspiration and 


tobacco smoke, is recirculated, the 
room ceases to smell sweet. 

“It stinks,’ said Mr. Burgin 
bluntly. “The amount of outside air 
brought in by the average air con- 
ditioner is not nearly enough to take 
care of the inside conditions.” 

Mr. Burgin and his associates have 
developed a system to do away 
with this condition. Mr. Burgin 
said he couldn’t yet reveal how it 
worked, although he intimated that 
chemicals were not used. 


Koch Prepares Folder In 
Spanish For S. A. Trade 


NORTH KANSAS CITY, Mo.—To 
meet the growing importance of its 
South American trade, Koch Refrig- 
erators has prepared its latest direct 
mail piece in both English and Span- 
ish. The folders feature the “Econ- 
o-case.”” The Spanish mailing piece 
is a translation of the English, with 
dimensions converted into metric 
units. 


Burleson Takes Kelvinator 


SPRUCE PINE, N. C.—Burleson 
Store Co. has been named Kelvinator 
dealer here. 


F you will look through the 1941 Imperial Condensed 
Catalog of Air Conditioning and Refrigeration Products 


brought out. 


you can appreciate why we say that service work also fol- 


lows definite progress trends. Although not as spectacular 
as developments in such fields as aviation or transporta- 
tion, nevertheless there have been many changes in prod- 


ucts and methods that have had a pronounced 
influence on refrigeration service work. 


TRIPLE-SEAL FLARE FITTINGS have 
been one of the most outstanding new 
developments in tubing connection 
work since the flare fitting was first 


This is the Imperial fitting that is 
made with a groove in the seat as 
shown in the diagram. When the 
flare is drawn up against this groove 
the copper tubing is extruded into this 
groove making a self sealing joint. 
This makes it possible to get a good 
tight joint without danger of twisting the tub- 
ing or shearing off the flare. Even when the 
seat has been nicked or marred you can still 
make up a tight joint. 


You can reconnect as 


often as you wish and be sure of a tight con- 
nection that will stay tight. 

When you order flare fittings from your 
Jobber be sure to specify “Triple-Seal." 


Bon We have selected some of the items from 
and the 1941 Catalog to illustrate briefly what we 
ioned mean by these progress trends in products 
* the and methods. The new Catalog No. 88-K will 
Main give you complete details. Ask your jobber 
for a copy or write for one. 
man- 
and 
nove TORPEDO DEHYDRATORS represent one of able acceptance of any Imperial product ever 
, the newest developments in refrigeration work. announced. Just use them once and you will 

— Wheel fits Swivel Handle locked to bonnet This new dehydrator has had the most remark- understand why. 
= palm of hand —_ button Steel nut makes 


sure seal between 


SYLPAK VALVES are going into more and eka agree eramamas renege sig £ it. 


§ more jobs because they give the double Phosphor bonnet and 
security of the Sylphon and a good spring — body 
loaded packing. Sylphon may be changed Spring 
with the valve under pressure without los- oaded pack 


ing holds gases, 
prevents pulsa- 
tions from reach- 


ing refrigerant. These valves are avail- 
able for tube diameters from %4" to %” 
for S.A.E. or solder fittings as desired. 


siniedaes steel 
stem will not 


Sylphon type valves can also be fur- wend ing Sylphon = 

nished in sizes up to 1%” female LP.T.  Seenee’ Sek mt 4 ‘ 

and 156” O.D. tube size. oe note Fg GR EO Geet 
under bonnet 


One way to keep up the quality of your 
tubing connection work is to be sure that all 
of your tools are in first class shape. Take a 
look at Imperial Catalog No. 88-K and then 
order the tools you need—they are inex- 
pensive and soon pay for themselves in the 


IMPERIAL TOOLS for tubing connection work 
represent, we believe, one of the most definite 
trends in the industry—the trend toward finer 
and better looking installations. The tube 
bending contests showed the amazing interest 
of service men everywhere in this phase of 


60° seat assures a 
positive and easy 
seating action 


Triple-seal == Sy ace? installation practice. time they will save you. 
cage on base of 
valve THE IMPERIAL BRASS MFG. CO., 565 So. Racine Ave., Chicago, III. 
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Production vs. 
Scarcity 


ASHINGTON today is more 
W and more resembling the Holly- 
wood of “Once In a Lifetime.” In 
that famous satire there was one man 
who did nothing but take names off 


office doors, and put new ones on. 
That’s going on today in Washington. 


New clerical helpers are arriving 
daily by the trainload. New “execu- 
tives” and “coordinators” are arriving 
by the planeload. Apartment houses 
and hotels are being commandeered 
for governmental bureau use. The 
visitor is lucky to be able to obtain 
either a hotel room or a taxicab. 


All is confusion. There’s lots of 
action, but one is reminded of 
Stephen Leacock’s famous horseman, 
who “jumped on his steed and rode 
rapidly off in all directions.” 


There are four groups actively 
promoting the war, two of them with 
axes to grind. None of them like or 
trust the others. They are: 


FOUR DIVERSE GROUPS 
PROMOTE WAR 


(1) A group of sincere people who 
believe that Hitler will conquer the 
world— including the United States— 
if we don’t stop him now. 


(2) A group with fascist leanings 
which sees in this crisis an oppor- 
tunity to “discipline the people,” to 
get radical movements under control, 
and to expand the nation’s producing 
facilities with ultimate profit to them- 
selves. 


(3) Eastern seaboard financial and 
mercantile interests with a major 
stake in our foreign trade, who see 
in this war a chance for America to 
emerge as the dominant factor in 
world trade and finance. 


(4) A leftish group known as 
“the real New Dealers” who see in 
the war a chance vastly to accelerate 
their “peaceful revolution,” and to put 
all industry and business under their 
control. 


It should be noted that all four 
will probably get their two wishes— 
war and control. The big questions 


are: “Who will win the war?” and 
“Who will get the control?” 


The so-called “Wall Street crowd” 
believes, it would seem, that at the 
end of the war there will be a tre- 
mendous “fire sale” of all our new 
productive facilities, and that, know- 
ing the value of these facilities better 
than anyone else, they can make the 
best buys. They believe also that the 
disciplines imposed by war may 
remain permanent, and that they will 
be able to control the disciplining 
officers. 


The New Dealers see in_ the 
increased productive facilities made 
necessary by the war a chance to 
break up clusters of wealth, to 
increase competition and drive down 
prices, and in general promote their 
plan of compressing income levels; 
i.e., dragging down those at the top, 
lifting those at the bottom, squeezing 
those in the middle. 


All this, of course, has a tragic 
ring to it. There is one hopeful note 
in the dirge, however. The old idea 
of “planned scarcity,” against which 
so many of us have cried out during 
the last decade, seems definitely to 
have gone by the boards. 


INCREASE PRODUCTION, 
LOWER PRICES 


Today the motto is: “Increased 
production will solve all our problems.” 


That’s what Henry Ford was 
saying a few years back. It’s what 
Kettering has been preaching. That’s 
what nearly all of the small coterie 
of men who really understand our 
economic system were saying back in 
the days of the NRA and _ the 
slaughter of little pigs. 


Increase production, lower’ the 
prices, keep the wheels turning, keep 
both men and machines working— 
that’s the American way. 


If we can put everyone to work 
making shot-and-shell, maybe we can 
keep them at work after the war 
making things to lengthen life and 
make it more fun. At least, all 
groups seem to be thinking that way 
down in Washington at present. 


It’s barely possible that some 
enlightened thinking may save us 
from the dreadful collapse which all 
of us have been fearing. Let us 
hope, though, that such enlightened 
thinking will not fall into’ the 
European error of insisting that indi- 
vidual liberties and a high standard 
of living are incompatible. 


LETTERS 


LETTER FROM LONDON SHOWS 
COURAGE OF THE ENGLISH 


Dean & Wood 
5 Dowgate Hill 
London, E.C.4, Eng. 


Dear Mr. Taubeneck: 


So sorry for the long delay in replying 
to your last letter, but as we are living in 
rather peculiar times you will no doubt 
forgive me. 


The Boche has done everything to us 
bar breaking our spirit and will to win. 
Poor old London does look a mess in parts, 
but it does the heart good to see the 
manner in which “the man in the street” has 
been taking it. As the country is punching 
back and giving the Boche a taste of his 
own medicine, we all feel happier in 
consequence. 


Naturally, the ordinary side of the re- 
frigeration industry has had all sorts of 
set backs during the past year. In fact, 
the domestic trade is dead, but I will write 
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By Jimmie Hatlo 
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THANX TO 
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BROOKLYN, N.Y. 
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you a full report in the course of a week or 
So. 

D. L. Adkins of Melchior, Armstrong 
was in here last week. It would do some 
of the “doubters” on your side good to hear 
his remarks regarding the Nazi—he is far 
more vehemently British than we are. I 
think he has been bombed out three times. 


Last Saturday we lost all our windows 
and most of the doors were blown off the 
hinges. But papers and stock were saved. 
Took three days to clear up the mess. 

I hope you are fit. You will hear again 
from me soon. Thanks for sending AIR 
CONDITIONING & REFRIGERATION NEWS regu- 
larly. Will pay you some day. 

E. "Es JONES 


‘EDITORIAL PAGE OF THE NEWS IS 
MUST READING’ 


Jas. P. Marsh Corp. 
2073 Southport Ave. 
Chicago, IIl. 


Editor: 


I make it a practice to save each week’s 
issue of the NEws to be read at home 
over the weekend. And you have been so 
dead right recently in your editorial com- 
ments where you have anticipated many of 
the things which have come to pass that 
I consider your editorial page “must” 
reading. 

Thus, I was very much interested in your 
article on steel capacity in the June 4 
issue, and had just finished it when I 
noticed the heading of the article on the 
study of the tax problem. 


I appreciate very much your very 
thoughtful and reasonable analysis of my 
proposed plan. Fact is, with your per- 
mission I am going to incorporate some of 
your observations in my _ correspondence 
with members of the Administration in 
Washington. 


A. D. ROSE, 
Sales Manager 


‘LITTLE FELLOW CAN 
GO TO HELL’ (?) 


Kauffman Air Conditioning Corp. 
4336 W. Pine Blvd. 
St. Louis, Mo. 


Editor: 


I enclose herewith editorial from a recent 
issue of your good magazine and also an 
advertisement from the same and subsequent 
issues. 


It does seem that you and your paper 
are not at all consistent in your views. 
Furthermore, we do not know how it is 
possible to let such concerns do things of 
this sort not only in the face of continual 
rising markets but from the standpoint of 
demoralizing the market. 

It’s just another case of the big fellow 
can do as he dammed pleases and the little 
fellow can go to hell. And if the little 
fellow dared do a thing of this sort he 
would be severely criticized and damned up 
and down every street and alley in the 
country. 


Everyone that has had any manufac- 
turing experience knows very well that units 
of this type cannot possibly be produced for 
such figures and will you tell us just why 
it is they are permitted to dump on the 
market merchandise at this or any other 
time. We suppose it’s the same old story: 
any law that may be on the books is made 
for the big fellow to do as he pleases with; 
but just let the small fellow try it. 


And just why does your magazine and 
others wink at such tactics? And raise 
Cain with the small jobber and others such 
as you are doing in your editorial? 


We shall be pleased to have your 
comments. 
SAM KAUFFMAN, 
President 
MAIL FROM INDIA 
IN WARTIME 


21 Queen’s Road 
Bombay, 4, India 
My dear George: 


I am enclosing herewith our cheque 
No. AF-3346571 on the American Express 
Co., for $7 in renewal of my subscription, 
along with the new subscription order. 
Kindly acknowledge receipt of the enclosed 
cheque and oblige. 


I notice that for two years’ subscription 
you charge $7 and supply free of cost the 
1941 National Refrigerator Market Report. 
However, I am _ not interested in this 
Refrigerator Market Report and so I would 
like you to supply instead the 1941 
Refrigeration & Air Conditioning Directory— 
The Buyer’s Guide, which you _ recently 
published. I hope you will be able to do 
this. 

Kindly ask the subscription manager to 
note that my subscription is to be renewed 
from Oct. 8, 1941 to Oct. 8, 1943, for a 
period of two years, and please confirm that 
it has been entered accordingly. 


I find, my dear George, you have been 
making wonderful progress in the publication 


of your paper AIR CONDITIONING & REFRIG- | 


ERATION NEWS, of which I am very regular 
reader as you know. Every article is of 
great interest to me, and I find that the 
paper contains information and advertise- 
ments which have always proved to us of 
very great value in our work here. I am 
indeed very pleased to wish you greater 
success in this endeavor. 


Please acknowledge receipt of the cheque 
immediately you receive the same, so that I 
may know that°it has reached your hands 
safely and that I will continue to receive 
the NEWS without any interruption. If by 
any chance this cheque fails to reach you, 
though I do not anticipate such a thing to 
happen, you inform me about it, but issue 
instructions to your Circulation Department 
that in no case the sending of the News to 
me is to be interrupted. Since I am posting 
this letter in two copies by separate mails, 
due to the present situation, it may be 
possible that the duplicate copy may reach 
you before the original copy with the 
cheque, in which case please wait for 4 
reasonable time and even then you do not 
receive the original copy with the cheque, 
inform me immediately regarding its non- 
receipt and then I will do the needful in the 
matter. 


AHMED A. FAZELBHOY 


HONG KONG ARCHITECT 
WRITES FOR MANUAL 


Architects Office 
Public Works Dept. 
Hong Kong 
May 1, 1941 

Sirs: 

I enclose herewith draft for U. S. $2.50 
and should be glad if you would send me 
a copy of “Refrigeration Engineer’s Manual. 


R. J. B. CLARK 
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Arizona Newspaper Installs Complete 


Air Conditioning 


TUCSON, Ariz.—What is said to 
pe the first complete newspaper 
plant air conditioning system in 
Arizona was recently completed at 
the Star-Citizen Publishing Co. here 
py the Tidmarsh Engineering Co. 

Certain departments of news- 
apers have been air conditioned 
experimentally in various cities but 
it remained for the Star-Citizen to 
pring the relief of summer cooling 
to every worker in the organization, 
including the employes of the com- 

sing rooms. The job was a diffi- 
cult one requiring a high-capacity 
installation but owners of the paper 
are well-satisfied with results, point 


to definite increases in operating 
efficiency following the _installa- 
tion. 

Outside temperatures frequently 


reach a high of 115° in Tucson dur- 
ing the middle of the summer. 
This means that in the composing 
rooms the peak often runs 15 to 
20° F. above that level, a killing 
temperature for the best of men. 
Owners of the Star-Citizen recog- 
nized the need for air conditioning 
here, as in the editorial, administra- 
tive, and advertising offices and 
decided to do a good job of it while 


For Whole Plant 


the project was under way. 


With the aid of adequate refrig- 
eration capacity, the Tidmarsh Co., 
which handled the entire job, was 
able to provide for reducing maxi- 
mum temperatures in the composing 
room—-as well as in the rest of the 
plant—to 80°. Before the installa- 
tion was completed, husky men fre- 
quently took sick or passed out on 


the job. Today, the summer sick- 
leave list has’ been practically 
eliminated. And, working in air 


conditioned comfort, the composing 
room employes are able to turn out 
their work much faster and more 
efficiently than ever before, doing 
away with a majority of typo- 
graphical errors and so on. 

The Star-Citizen building is a 
three-story structure measuring 60 
feet x 100 feet. A 30-ton capacity 
installation was required, using one 
General Electric compressor and one 
Buffalo conditioner. ; 


In order to reduce operating cost 
of the installation, the Tidmarsh 
Co. provided a forced draft cooling 
tower used to reduce the tempera- 
ture of condensing water used in 
the system. 


New Yorkers Install 231 
Conditioning Systems 
In First 5 Months 


NEW YORK CITY—Installations 
of air conditioning equipment in the 
New York metropolitan area during 
the first five months of this year 
totaled 231 systems with a combined 
horsepower capacity of 5,184.44 ac- 
cording to reports by distributors and 
dealers to system companies of 
Consolidated Edison Co. of New 
York, Inc. 

Included in the installations were 
sales of 209 room and store cooler 
units, of which 55 were of 114-hp. 
capacity or under and 154 of 2-hp. 
size or larger. Self-contained instal- 
lations in the Manhattan area alone 
accounted for 149 of this total, with 
an additional 41 units being installed 
in the Brooklyn area. 

Showrooms paced all _ business 
classifications for the five months, 
with 49 installations, but retail 
stores and private offices were close 
behind, with 44 installations each, 
and restaurants were another major 
buyer, with 36 jobs. In the indus- 
trial field, fur storage and printing 
and lithography were the leading 
buyers. 

A classified list of installations in 
the New York area during the first 
five months of this year follows: 
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Southern Wholesalers 
Cools Main Office 


WASHINGTON, D. C. — Main 
Offices of the Washington head- 
quarters of Southern Wholesalers, 
Inc., Norge and RCA distributor, has 

n completely air conditioned with 
& 6-ton Carrier system. 


Two 50-Hp. Machines 
Condition 8-Story 
Office Building 


CHARLESTON, W. Va.—Installa- 
tion of a complete air conditioning 
system in the Atlas building, now 
the largest air cooled office building 
in the state, has been completed by 
Carrier Corp. 


Two 50-hp. Carrier refrigeration 
machines supply the cooling. Indi- 
vidual, automatically controlled cool- 
ing systems have been provided for 
stores located on the first floor of 
the eight-story structure. 


A saving of approximately 90% 
in water consumption has_ been 
effected through use of two Carrier 
evaporative condensers, it is esti- 
mated. 


One of the toughest engineering 
problems which had to be solved was 
the means of getting air distribution 
to all office spaces, without knowing 
how tenants would want partitions 
built after renting space. 


Another problem was the shifting 
of the morning and afternoon sun. 
This was solved by splitting the 
office spaces vertically into two 
zones, east and west, each supplied 
by its own air conditioning auto- 
matically controlled to maintain con- 
stant temperature and humidity 
conditions regardless of the position 
of the sun. 

The system supplies 43,000 cu. ft. 
of air per minute. 


Hospital In Memphis 
To Cool 19 Rooms 


MEMPHIS, Tenn. — Nineteen 
rooms of the Baptist hospital here 
are being air conditioned at a cost 
of $20,000. When the work is com- 
pleted July 1, the hospital will be the 
first in the section of the country to 
have air conditioned operating rooms, 
it is said. 

Because of the explosive nature 
of anaesthetics, 100% fresh air will 
be supplied to the operating rooms. 
All used air will be exhausted. Con- 


densing units will be housed on a ; 


“floating floor” in a separate room 


to minimize vibration and noise. | 


Each room will have individual con- 
trol of temperature and humidity. 

McGregor’s, Inc. is making the 
installation. 


They Wouldn’t Leave 
Their Cool Offices; 
Result—More Cooling 


NEW ORLEANS—Because busi- 
ness men who work in air condi- 
tioned offices do not like to sweat in 
hot committee rooms and _ audi- 
toriums, directors of the New 
Orleans Association of Commerce 
have decided to air condition the 
organization’s three story building. 
To solve the problem of absentee 
committeemen through the warm 
months of summer the _ directors 
selected a 50-ton Airtemp system. 

With the cooling system installed 
the temperature of individual rooms 
will be controlled by a switch in 
addition to the usual thermostat, so 
that when a single committee room 
is occupied for an evening meet- 
ing, the compressors will produce 
only enough cool air for this 
room. Minneapolis-Honeywell pneu- 
matic controls are used to effect this 
efficient operation of the system. 

By use of two radial compressors 
having a capacity of 25 hp. and 
30 hp. the refrigerating machine 
operation can be balanced against 
the actual load, with a wide varia- 
tion in refrigeration output. These 
supply refrigerant to eight rows of 
cooling coils, which are controlled 
on a unit-row basis for variations 
in coil capacity. 

The air conditioning system was 
considered to be a wise investment 
by the Association of Commerce 
directors because it will tend to 
make employes more efficient during 
hot weather and will provide com- 
fort to a large number of visitors to 
the city who apply at the building 
for information. 

The system using Airtemp_re- 
frigerating machine, Minneapolis- 
Honeywell controls, American filters, 
Tuttle & Bailey grilles, Clarage fans, 
Marlo evaporative condensers and 
coils, and Johns-Manville acoustic 
duct lining is being installed by the 
Airflow Co. It was designed by 
F. H. Chisholm, consulting mechani- 
cal engineer. 
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ie COPPER TUBING 
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41.4.3 
: HERE’S where we “dehy-| 


drate” ‘em, folks—that is— 
remove all moisture. We 
also remove the back bone. 
of the tubing—make it easy’ 
‘ to bend. his Annealing) 
¥ Furnace is the last word in 
automatic operation—it 
gives the tub- 
ing just the 
right temper 
for easy flar- 
ing and bend- 
ing 


- PENN BRASS & COPPER CO., INC. 


POWELL AVE., ERIE, PENNA. 
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REFRIGERATION 


CLASS 9110 REGULATORS 


From the basic unit, 
these features are available: 


Manual Cut-in e Manual Cut-out e Limited 
Range e High Side Manual Reset e Universal 
Bulb e Fixed Differential 


SQUARE 


REGULATOR DIVISION fu 
DETROIT -* MICHIGAN 
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‘Don't Lose Money on, 
Service Calls due to 
| * Motor Failure- 


we WAGNER 


Dependable Air-Conditioning Motors! 


Frequent service calls not only annoy the customer but 
seriously reduce your profit on an installation. Take a tip 
from the many manufacturers of air-conditioning equip- 
ment who are now using Wagner motors. They have found 
from actual experience that Wagner motors give depend- 
able service under all types of operating conditions. 


ra ‘| 


No matter what type of air-conditioning equipment is 
involved ... whether large or small... regardless of the 
torque, speed or current requirements, you can choose a 
motor from the Wagner line that is correctly engineered 


for the job. 


Wagner maintains 25 sales and service branches con- 
veniently located throughout the country. Each branch 
carries a stock of motors ready for immediate shipment. 


© Ci 


Shese BULLETINS WILL HELP YOU 


They contain motor information of value 
to everyone responsible for the installation 
of motors. Write for your free copies today. 


MANY WAGNER | 
SUITED FOR 
QUIPMENT 


FEW OF THE 
OTORS IDEALLY 
AIR-CONDITIONING E 


Type M, shaded-pole fan 

motors are single-phase in- 

duction motors of simple 

» Construction. Ideal for fan 
and blower drives in which 

the fans are mounted direct. 

ty on the motor shaft. Total- 
ly-enclosed and open-type; 
rigid or resilient mounted; 
1/250, 1/12$, 1/80, 1/40 
and 1/30 hp. : 


Type RA, repulsion-start-induc- 
tion motors are single-phase 

~ brush-lifting motors having high 

> starting-torque and low starting- 

current, The ideal motor for 

heavy-duty applications such as 

_$tokers, compressors, pumps, etc. 

“‘Obtainable in various speeds, ° 
freq ies, and voltages; rigidor 

resilient mounted; 1/8 to £5 bp. 


Type RP, squirrel-cage moors 
are made in 7 electrical types 
—> varied a3.to torque and current 
characteristics to take cate of a 
wide variety of applications. 2 
and 3 phase; 1/6 to 400 hp. 


M41-6A 


Type RK, capacicor-start induction- 
run motors are suitable for refriger- 
ators, household air-conditioners, 
and other appliances, Drip-proof or 
totally-enclosed end- places; rigid or 
resilient mounted; 1/8 to 3/4 hp. 


where you can get 


9U PONT 


PROMPT DELIVERY from stocks 


RES.U.S. PAT.OFR. 


pe Nemours & Company (INC) + T 


' For Your Convenience and Profiti -. 4 


Vv wmiakks 
WIM Artic” *griamn.co 


R86. U.S. PaT.oFF 


: OU PONT =a * RS & COMPANY (INC) > The R. & BH. Chemicals Department + Wilmington, Oelaware: 
District Offices: Baltimore, Boston, Charlotte. Chicago, Cleveland, Kansas City, Newark, New York, Philadelphia, Pittsburgh, San Francisco 
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To Rent or To 


Own - = 


Dun & Bradstreet Surveys This Problem 


That Confronts Retail Businessmen 


NEW YORK CITY-—Whether to 
rent or to own—a problem faced by 
retailers in all lines of business, in- 
cluding appliances— is analyzed in 
a recent issue of ‘“‘Dun’s Review,” by 
Walter L. Mitchell, Jr., director of 
surveys, research, and _ statistical 
division, Dun & Bradstreet, Inc. 


His findings are based on a survey 
of the 1939 operating experience of 
more than 13,000 independent re- 
tailers covering 50 trades. 

“Rent, for many a small retailer, 
is the big gamble with the future,” 
Mr. Mitchell writes. “If he owns 
his property, his occupancy expense 
is even more definitely his longest 
term commitment. He and his 
family, who risk their labor in the 
store with the hope of making a 
living, can conceivably change jobs 
on short notice if something better 
is offered. Merchandise purchases 
may be reduced to visible needs and 
extension of credit can be curtailed. 
But the owner’s tax and insurance 
bills or the tenant’s rent are fixed 
amounts, payable on a specific date, 
with ‘sanctions’ to aid the _ col- 
lector. .. 

“The retailer who has bought his 
store property in order to escape 
rental costs or to hold a favorable 
location sometimes finds it more 
difficult to ride two horses than he 
had anticipated. Retail merchandis- 
ing and real estate management are 
two distinct lines of business; and 


experience in one fails to certify a 
skill in the other,” Mr. Mitchell 
points out. 

“More than 10,000 retailers indi- 
cated on the survey questionnaire 
whether they owned or rented their 
store quarters. More than seven out 
of every 10 of these concerns were 
tenants. The prevalence of tenancy 
in retailing as a whole is probably 
somewhat higher than these survey 
results indicate... . 

“Size of town is probably the 
most important factor in _ deter- 
mining whether retailers own or 
rent. Practically all of those trades 
where tenancy is nearly universal 
[household appliance stores rank 
about halfway on the list with 83% 
renting] are most frequently carried 
on in downtown sections and most 
of them tend to concentrate in the 
medium, and larger cities. ... 

“The survey shows no consistent 
tendency for small concerns to be 
tenants more or less frequently than 
large ones. It might be assumed 
that the large concern commonly has 
more capital, or at least readier 
access to capital, for the purchase 
of real estate. But this is probably 
balanced by the fact that many a 
small retailer ‘lives with his _ busi- 
ness,” meeting his trade in the front 
and living in the back room or 
upstairs. ... 

“However, the survey shows that 
profitable retailers rent their prem- 
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qualities; 
unauthorized opening before he uses 
stock on the jobbers’ shelves. 


Other notable features are: 
@One piece copper shells. 
threads’ to 


@®No joints or cause 


pockets or leaks. 
@Filled with Silica Gel—the fast acting 


drying agent that does not cake or 
powder. 


@Labyrinth Filtration, with Five times 
the filtering area of the screen 
surface of wire cloth. 


INSURE 


At all good jobbers. 


1481 Fourteenth Avenue 
Pacific Coast: Van D. Clothier, 


“TAMPER-PROOF” SEALED 
AMINCO SUREDRY DEHYDRATORS 


Each “Suredry” dehydrator is sealed at the factory with plastic tamper-proof 
seals that inhibit the accumulation of moisture in the dehydrating agent—This 
means that when the dehydrator is applied to the job, it is ‘factory fresh” 
no matter how long it may have been in_ stock. 


All the powers of absorption and adsorbing are retained, 
minute the dehydrator is put to work. 


With Aminco Suredry Dehydrators the user is sure of fresh, active dehydrating 
protected against the pickup of moisture from the air, 


Reduced Pressure Drop 
100% Filtering Efficiency 
Positive Dehydration. 


AMERICAN INJECTOR COMPANY 


Export: Borg-Warner International Corp., 310 S. Michigan Ave., Chicago, Ill. 


right up to the 


against 
it; and against deterioration while in 


@Inlet filter full diameter of shell. 


@Outlet filter on refillable models is 
a cone of equivalent surface area to 
inlet filter disc. 


@Refillable and permanent models in 
all wanted sizes. 


@®Dehydrated and sealed after final 
assembly. 


Send for Bulletin No. 23. 


DETROIT, MICHIGAN 


1015 E. 16th, Los Angeles, Calif. 


ises somewhat more often than the 
losers. But,” points out Mr. Mitchell, 
“since the beginning of credit report- 
ing, Dun & Bradstreet bankruptcy 
files have contained a trickle of 
obituaries of once prosperous owner- 
retailers who were tied down to 
their properties after the shopping 
center moved away. 

“In general,” writes Mr. Mitchell, 
“ownership insures permanent pos- 
session of choice business locations, 
although long-term leases often con- 
stitute a sufficient hedge against the 
future. ... 


OCCUPANCY COST 


“Quite apart from the extent of 
tenancy is the question of occupancy 
cost. Judged by the percentage of 
net sales it consumes, occupancy 
expense does not have a gargantuan 
appetite. The typical occupancy 
expense for 50 retail trades ranged 
from 9.7% to 1.5% of net sales. 
The median expense for all trades 
is 4.7%—certainly not a big bite 
out of the Sales dollar.” 

Household appliance firms, both 
gas and electric, reported a high of 
5.1% for the smallest stores in the 
largest cities, and a low of 1.5% for 
the reverse—stores doing the biggest 
volume but located in the smallest 
communities touched by the survey. 

“The average of 4.7% of sales may 
to some _ extent understate’ the 
magnitude of retailers’ occupancy 
expenses because of the character of 
the survey sample. The sample in- 
cludes a_ disproportionately large 
number of big retailers whose occu- 
pancy costs are lower than the 
average, and this bias is_ rein- 
forced by the inclusion of a larger 
than representative number of small- 
town operators who also have occu- 
pancy costs below average... . 

“Occupancy costs . generally 
feed upon profitable concerns. In 
41 of the 46 concerns for which 
occupancy costs of profitable and 
unprofitbale concerns are available, 
the rental expense ratio of the 
unprofitable concerns exceeded that 
of the profitable, while in only four 
cases the reverse was true. The 
high rental expenditures of un- 
profitable concerns, as percentages 
of their sales, probably reflect the 
circumstance that their sales vol- 
ume is likely to be smaller... . 


SURVEY SUMMARY 


“The survey results show that 
small concerns spend a considerably 


greater share of sales upon their , 


. ae 


premises than large ones. ... 

“Why are occupancy expenses of 
large concerns—measured as a pro- 
portion of their sales volume—below 
those of small concerns? The sur- 
vey results suggest that economies 
may be achieved in large-scale re- 
tailing in the same way that they 
are in large-scale manufacturing. 
Apparently inventories and storage 
and display requirements do not in- 
crease proportionately with volume.” 

In summing up the results of the 
survey, Mr. Mitchell says, in part, 
“It is doubtful whether the ownership 
of retail properties generally costs 
any less than tenancy, and, therefore, 
is no prime cure for retail ills. 
Occupancy is the second largest 
retail expense item (next to salaries 
and wages), and moreover it is the 
retailer’s outstanding long-term com- 
mitment... . 

“An attractive, centrally located 
property is likely to protect a pro- 
prietor from boredom, but its high 
cost might make the sheriff more 
than just a passing acquaintance.” 
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“Make 


Lipman Automatic Re- 
frigerating Units — for 
every commercial need. 
Air or water-cooled .. . 


4 


Hundreds of restaurants, taverns, cocktail lounges, retail stores, beauty shops and other service 
establishments in your community want to maintain patronage at a high level during hot weather. 
Hundreds of employers want their workers to be healthy, efficient, and contented all summer 
long because it’s “good business” to keep them that way. 
Show them how little G-R Unit Air Conditioning costs, that you can “deliver” it quickly, and 
that it provides clean, filtered, dehumidified air all year round, and you'll 
make profitable sales, NOW! We need added representation in most 
territories to meet the growing demand for G-R Packaged Air Condi- 
tioning and Lipman Automatic Refrigeration. Write us promptly if you 
can qualify to help us make sales while the sun shines. 


GENERAL REFRIGERATION DIVISION 


Yates-American Machine Company 
DEPT. AC 641-2 


pc palette She Seas Sieieaes 


BELOIT, WIS. 


G-R Self-Contained Unit 
Air Conditioners are low 
in first cost, easily in- 
Stalled, inexpensive to 
operate. Built in 3 sizes. 


Removing Old Finish All-Important 
In Cabinet Reconditioning Work 


— 


‘Simonizing’ Is Recommended After Refinishing 


By S. Belasco, Interstate Appliance Co., New York City 


Editor’s Note: This is one of a 
series of articles by Mr. Belasco, 
whose company is one of the 
country’s largest concerns devoted 
to the reconditioning of household 
electric refrigerators. The articles 
discuss methods that make shop 
work on electric refrigerators 
faster and better. 


We have found that the first 
impression—the first glance the cus- 
tomer takes—of a_ reconditioned 
household electric refrigerator is 
often the thing that will either make 
or break a sale. 

Seventy-five per cent of the buyers 
of reconditioned refrigerators are 
women, who are not so much inter- 
ested in the mechanical operation of 
the refrigerator (which they more 
or less take for granted) than they 
are in the outward appearance of the 
refrigerator. Thus, we say that as 
far as the buyer is primarily con- 
cerned, the reconditioning of the 
exterior of a used refrigerator is 
very important. 

Considerable study of paints and 
lacquers and refinishing and respray- 
ing methods have led us to conclude 
that the following is about the best 
way to make an old refrigerator 
look like new. 


LACQUER REMOVED 

Very first step in the process is 
to remove the present lacquer from 
the refrigerator. This is done by 
using a paint remover and softening 
up the lacquer. Then our men 
scrape off the lacquer and if there 
are any high spots left, we sand 
them down. 

Following this, the cabinet is com- 
pletely dried out and is given a flat 
primer finish, following which the 
box is sanded down again and given 
one coat of finishing, sanding it down 
again very lightly, and then putting 
on the final finish. 

The refrigerator cabinet is then 
allowed to dry overnight and the 
next morning the men rub the refrig- 


erator with a rubbing compound. 


In our experience we have been 
more successful with synthetic lac. 
quers than with regular lacquers, 
With this method we find a harg 
finish resulting when we are through 
with the cabinet. 


It is best to remove the origina] 
lacquers from the cabinet for the 
reason that there may be a touch 
here and there of house paint. It 
is well known that house paint under 
lacquer finish will “burn out” in g 
very short while. 


We have found this to be true 
where small dealers wash down the 
cabinet and respray on top of the 
original lacquer or paint. Within a 
very short while they get complaints 
from buyers that the refrigerator 
finish is peeling off. 


WHY SIMONIZE? 


Thus, we make this suggestion; 
that after the small operator has 
sprayed the cabinet and it is 
thoroughly dry, the cabinet should 
be Simonized before delivery is made, 

The simonizing has a twofold pur- 
pose: 

(1) It will help where rough han- 
dling of the refrigerator is likely 
and 

(2) When the truckmen deliver 
the cabinet to the customer, they 
can use a soft cloth and “go over” 
the cabinet, in case grease spots or 
other marks are found which may 
have accumulated on the refriger- 
ator in transit. 

There are some_ reconditioning 
dealers who respray where there are 
stains inside of the cabinet—on the 
porcelain—to eliminate rust spots. 
This is not a very good practice, 
first, because lacquer leaves an odor 
in the refrigerator, and second, after 
the refrigerator is in operation for a 
while the lacquer will tend to peel 
off because of the low temperatures. 

To remove most stains on porce- 
lain, use a_ strong. solution of 
muriatic acid. 
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chambers. 


One turn only completely opens or closes the valve. 


DIAPHRAGM 


~ LIFE -PROLONGS 
THE SERVICE 


OF THE VALVE 
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we AMS of the small amount a bein the 
multiple diaphragm in our Triple Seal Valve is 
never deflected past its normal center, thus im- 
measurably prolonging’ both » ‘its life and the life 
of the valve in. service, 


% 


This Valve has ‘eshive basal at thre’ essential 
points—a back seat with valve in open position— 
the multiple diaphragms—and the superior pack- 
ing around the stem. This packing. assures con- 
stant seal between pressure lines, and, Yidphragm 
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ORDER THROUGH YOUR JOBBER-ONE SOURCE. 
OF SUPPLY-SAVES YOU TIME AND MONEY. 
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Servicing Ice Cream Cabinets and 
Other Low Temperature Equipment 


By Arch Black and Dean C. Seitz 


Editor’s Note: This is the fifth 
instalment of a new _ section 
on ice cream cabinet servicing 
in the series of articles which 
cover servicing of all types of 


low temperature refrigeration 
equipment for use in_ retail 
business. 


Service Complaints on Low 
Side Float Systems (Cont.) 


COMPLAINT No. 3—Ice cream too 
soft on the top of the can—hard at 
the bottom of the can. 


Cause No. 1—Insufficient brine. 


If the brine tank does not leak it 
should be filled with additional brine. 
If the tank leaks it should be 
removed and repaired at a local tin 


shop. 


Cause No. 2—Top brine frozen. 


In the case of calcium chloride 
prine, if the calcium chloride is not 
properly mixed with the water before 
it is placed in the ice cream cabinet, 
it is possible for the brine to freeze 
on top. 

In this case it will be necessary to 
remove all the brine after it has 
been thawed by pulling the main 
switch. Then refill the tank with 
properly prepared and mixed brine. 

In the case of alcohol brine an 
improper mixture will permit the 
brine on the bottom to form a slush. 
This is due to the fact that the 


density of -the alcohol is less than 
that of water, allowing the alcohol 
to float on top of the water. 


Cause No. 3—Cabinet directly under 
ceiling fan. 


On some installations the lids on 
the ice cream cabinet are removed 
to speed up service. If a ceiling fan 
is directly above a cabinet on which 
the lids are removed, the top of the 
ice cream will be soft. 

The only remedy is explain to the 
customer the cause of his trouble 
and sell him the idea of either using 
his lids or turning the ceiling fan 
off during his rush hours. 


Cause No. 4—Differential of tem- 
perature control too wide. 


If the differential is too wide the 
top brine will warm up more rapidly 
than the bottom brine due to the 
greater heat leakage on top than on 
the bottom of the cabinet. 

In general, the remedy consists of 
decreasing the differential by lower- 
ing the cut-in point. 


COMPLAINT No. 4—Machine runs 
too much of the time—ice cream 
either too hard or satisfactory. 


Cause No. 1—Shortage of refrig- 


erant. 
Previously covered under Com- 
plaint No. 1—cause No. 1. 


Cause No. 2—Overcharge of refrig- 
erant. 
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Mills Condensing Units 


By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 
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An overcharge of refrigerant will 
result in a condenser pressure higher 
than normal. Condensing units with 
large liquid receivers are_ rarely 
overcharged. 

The remedy is to purge the con- 
densing unit until the pressure is 
normal. 


Cause No. 3—Leaky float valve. 


Previously covered under Com- 
plaint No. 1, cause No. 2. 


Cause No. 
calibration. 


A float valve improperly calibrated 
means that the level at which the 
float opens or closes is not correct 
in addition to an incorrect amount 
of oil blanket over the refrigerant in 
the case of sulphur dioxide. 

The remedy is to remove the float 
valve and install a new one. The 
old float valve should then be cali- 
brated in accordance with the manu- 


4—Wrong float valve 


facturer’s instructions. 
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hed V-belt installations 
e Sure Profit Makers 


Youre sure of profits with 
Gilmer V-Belts because there’s 
a Gilmer exactly right for every 
V-belt replacement. 


You can service all models and makes of electric refrigera- 
tors, beer pumps, bottle coolers, milk coolers, washing ma- 
chines, compressors and other belt-driven equipment . . . Find 
the right belt in a few seconds by (1) looking it up in “America’s 


Belt Bible,” the 1941 Gilmer 


a Gilmer Handimeter. 


Catalog; or (2) measuring with 


And you’re sure of repeat profits, too, because Gilmer 
V-Belts are tough and durable, last longer and run more 


smoothly. See your Gilmer jobber today. 


Send for your FREE 1941 “Belt Bible” NOW ! 


L. H. 


ADDRESS 


‘ 
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NAME____ 
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GILMER COMPANY 


TACONY, PHILADELPHIA, PA. 


Rush me a copy of your 1941 catalog — “America’s 
Belt Bible.” 


| 


r 
l 
| 
| 
! 
1 
! 
l 
l 
1 
! 
! 
! 
| 
l 
! 
1 
I 
I 


Cause No. 5—Inefficient compressor. OP M Places Koroseal Camphell Introduces New 


Previously covered under Com- 
plaint No. 1, cause No. 8. 


Cause No. 6—Condensing unit too 
small. 


This complaint will only occur on 
remote installations when the size of 
the condensing unit does not corre- 
spond with the manufacturer’s 
recommendation. Remedy is to in- 
stall a condensing unit of the proper 
capacity. 


Cause No. 7—High condensing pres- 
sure. 


On an air cooled condensing unit 
this complaint may be caused by 
extremely high temperature air pass- 
ing over the condenser or an in- 
sufficient supply of air. 

If the condensing unit is self- 
contained, check the minimum ven- 
tilation requirement as recommended 
by the cabinet manufacturer. It 
will probably be necessary to re- 
locate the condensing unit in a 
cooler place. 

In the case of water cooled con- 
densing unit it may be caused by 
insufficient water flow through the 
water valve. 

Before leaving an air cooled instal- 
lation it is always advisable to check 
the air cooled condenser for cleanli- 
ness. Remove all lint and dirt on 
each service call as an aid to the 
customer in the form of reduced 
operating cost. 


Cause No. 8—Cut-out point of con- 
trol too low. 


This point can easily be checked 
by installing a suction pressure 
gauge on the system. The cut-out 
point of the condensing unit should 
be carefully checked with an accu- 
rate gauge and compared with the 
recommended cut-out’ setting as 
specified by the manufacturer. 


Cause No. 9—Suction line too long. 


A suction line which is too long 
will produce an excessive pressure 
drop between the evaporator and the 
condensing unit. This condition may 
force the condensing unit to operate 
at such a reduced pressure that its 
capacity at this reduced pressure will 
be insufficient for the installation. 
The remedy is to install a suction 
line of the proper size. 


Cause No. 10—Suction line too small 
in diameter. 


This complaint is exactly the same 
The remedy ~ 


as Cause No. 9 above. 
is to install a larger diameter suc- 
tion line. 


Cause No. 11—Air in the system. 


This condition will result from 
either a leak or the failure to remove 
all of the air from the system at the 
time of the original installation. 
Air will collect in the liquid receiver 
and may result in both poor refrig- 
eration with excessive running time, 
together with a condenser pressure 
higher than normal. 

The remedy is to purge the system 
until the condensing pressure is 
normal. 


Cause No. 12—Belt slipping. 


Belt slippage will result in reduced 
capacity, and therefore, excessive 
running time. The remedy is to 
tighten the belt in accordance with 
the manufacturer’s instructions. 


Temprite To Be Closed 
For One Week 


DETROIT—Because the produc- 
tion, service, receiving, and shipping 
departments of Temprite Products 
Corp. will be closed for a one-week 
vacation from June 30 to July 6, 
inclusive, customers have been ad- 
vised by the company to anticipate 
their requirements for this period 
and place orders so that shipments 
can be made before Friday, June 27. 

Suppliers are also advised to make 
their shipments to the company be- 
fore Friday, June 27. 


Carrier Sells Former 
Bridgeport Building 


BRIDGEPORT, Pa.—One of the 
buildings here owned by Carrier 
Corp. has been sold to the Schuylkill 
Valley Grocery Co. The plant was 
one of five vacated by Carrier in 
1937 when all manufacturing opera- 
tions were consolidated in the former 
Franklin automobile plant in Syra- 
cuse, N. Y. 


On Priority List; 
New Plants Built 


AKRON, Ohio—Koroseal, the syn- 
thetic rubber-like material developed 
by the B. F. Goodrich Co., has been 
placed on OPM’s mandatory priority 
list because of its numerous military 
adaptations. Several months ago the 
company voluntarily diverted most 
of its production to defense uses. 

Goodrich production facilities for 
Koroseal include the original plant 
in Akron, a new $300,000 plant in 
Akron, and a recently completed 
plant at Niagara Falls, N. Y. An- 
other large processing plant will be 
constructed in Louisville, Ky. with 
completion scheduled for January, 
1942. 

Unusual electrical properties and 
flame resistance of Koroseal make 
it useful as an insulating and sheath- 
ing material for electrical wiring and 
cable on many kinds of defense 
equipment, it is said. Other forms 
of Koroseal are excellent in resisting 
the diffusion of mustard and hydrogen 
gases, it is claimed. 


Leo S. Bosarge To Open 
Second Jobbing Branch 


In New Orleans 


ATLANTA~—Leo S. Bosarge Co., 
refrigeration supplies jobber with 
headquarters at 315 Spring St. N.W. 
here, has leased a building in New 
Orleans which will be opened as a 
branch about June 30. The firm now 
operates a branch office and ware- 
house at 704 Morgan St., Tampa, Fla. 


Fedders To Disburse 
25-Cent Dividend 


BUFFALO—Dividend of 25 cents 
a share, payable July 1 to stockhold- 
ers of record June 18, has _ been 
declared by directors of Fedders Mfg. 
Co. Previous payment was 20 cents 
on April 1. 


Redding Forms Dealership 


BUFFALO — George C. Redding 
has organized Park Appliance Serv- 
ice Co., 956 Jefferson Ave. 


Dairy Display Case 


MILWAUKEE—A new dairy prod- 
ucts display and storage cabinet in 
a “high-boy” design, permitting 
larger displays in smaller floor space 
through pyramiding of the food prod- 
ucts, has been introduced by the 
Campbell Refrigerator Co. 

In this unit 24 sq. ft. of floor space 
provide 41 sq. ft. of display and 
28 cu. ft. of refrigerated storage 
space. 

Model D-35, as it will be desig- 
nated, has cork insulation through- 
out, porcelain finish, removable slid- 
ing doors, with a “draft proof” 
feature. 

Heavy overhead off-center coil and 
lower fin coil are designed to provide 
correct humidities for the produce. 

Interior is of porcelain, and shelves 
and floor racks are of the rust- 
resisting bar type. The floor is of 
rust-resisting metal, all corners 
rounded and pitched toward the 
drain. 


Philco To Barnes & Ford 


ALEXANDRIA, Va.—Barnes & 
Ford Furniture Co. has been named 
Philco dealer here. 


© 


MASTERCRAFT 


ADJUSTABLE PAD 
AND CARRYING 
BS HARNESS 


Efficient, sturdy 
and economical. 
Provides safer 
handling and 
thorough _ protec- 
tion of refrigera- 
tors. Pad and 
harness are sepa- 
rate units and 
both adjustable 
to practically all 
styles and sizes 
of cabinets. 


Adjustable Pad 
each 

Adjustable Harness 

each f.o.b. Chicago. Let- 
tering on pad at only 
$1.00 per order oxtra. 
Write for latest folder and prices on pads for 
washers, ironers, ranges, radios, etc. 


refrigerators, 


BEARSE MANUFACTURING COMPANY 


INCORPORATED 1921 
3815-3825 Cortland Street, Chicago, Illinois 


Get that Service Business with 
Kelvinator’s Complete Line! 


Kelvinator now offers 


condensing units—priced right 


profit. 


Get Set for Extra Business— 


Send for 1941 Catalog! 


Kelvinator Commercial, Parts & Service Division 
Nash-Kelvinator Corp., Detroit, Mich. 
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you a_ complete 
line of quality refrigeration supplies and 
to help 
you do an increased business at a good 
In addition, prompt deliveries are 
made possible by Kelvinator’s nationwide 
system of strategically located stocks. 
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Zoned Systems Cool 
Defense ‘Blackout Plants’ 


Westinghouse Engineer Says Completely Zoned 


Systems Are Better For Military Purposes and 


Lower In First and Operating Costs 


By W. C. Goodwin, Westinghouse Electric & Mfg. Co., East Springfield, Mass. 


The term ‘blackout plants’ is 
used very extensively now, as the 
term has been in the war news and 
more recently in the news which 
we receive concerning our national 
defense and Aid-to-Britain efforts. 

Actually, a blackout plant is a 
windowless building or buildings in 
which no signs of operation or loca- 
tion are observable to overhead 
traffic at night. 

It is somewhat obvious that such 
plants would be required by our 
military authorities for those plants 
which are engaged in the production 
of vital military products and 
defense items, and which are located 
in areas which could be reached by 
possible enemy aircraft capable of 
carrying bombs. The reason is that 
production should be protected to 
insure uninterrupted output to supply 
the needs. Among such plants we 
would classify those that’ build large 
equipment as airplanes, tanks and 
Army and Navy ordnance material, 
and to those that supply smaller 
equipment of a highly specialized 
type, such as fuse caps, gun sights, 
etc. 


In addition, I understand that the 
blacking out of plants is decided 
upon not only to prevent them from 
being bombed but often to prevent 
them from becoming a landmark 
for adjacent cities. A city can be 
blacked out but if a large, well- 
known plant nearby is not blacked 
out, the city can be located by tell- 
tale lights of the plant and knowl- 
edge of its location with respect to 
the city. This is important in the 
present war, on account of the 
efforts made to bomb cities to 
undermine the morale of the people. 

But to us in America, buildings 
which are windowless are not new. 
They have been built before, either 
from an experimental or pioneering 
basis but probably from an idea of 
improving the product and_ the 
efficiency in producing this product, 
mainly by maintaining uniform con- 
ditions within the space. 

And so, in the Defense Plants, I 
feel sure that the military needs are 
also supplemented by the expectation 
that better and more uniform prod- 
uct will result and that more output 


per operation and per operator will 
— 


ditioning Division, Evansville, Indiana. 


SERVEL MACHINES 


FOR HIGH-CAPACITY REQUIREMENTS 


These heavy-duty models are designed for large com- 
mercial or industrial applications. For liquid cooling, 
locker storage, food processing, etc. 4 and 8 cylinders. 
5 to 20 HP. Available with water-cooled condensers 
or for use with evaporative condensers. Write for de- 
tails. Servel, Inc., Electric Refrigeration and Air Con- 


4 AND 8 CYLS. 
5 HP. TO 20 HP. 


HEAVY DUTY COMPRESSORS 
FOR IMMEDIATE DELIVERY 


M&E NO, 6500—-9500 
5 HP—WATER COOLED 


1/5 to 25 HP— and up to 50 HP in 
_ Multiple Units. Water and air cooled. 


A.$. RE. and NEMA RATINGS. 
UNDERWRITERS LABEL 


MERCHANT & EVANS COMPANY 


PHILADELPHIA, PA. ¢ Plant at LANCASTER, PA. 


FOR ASSEMBLERS 
MANUFACTURERS 


® New models, with in- 
creased capacities and 
modernized design. 
For air conditioning 
and all general com- 
mercial purposes. 


Wire or Phone for quick action. 
Catalogs on request. 


ANSUL 


TWINS 
SULPHUR DIOXIDE 
METHYL CHLORIDE 


Agents for Kinetic’s “‘Freon-12” 


HANDY-SIZED CYLINDERS r 


FOR THE SERVICE MAN 
Three sizes of Ansul reirle 
erant cylinders are especial 
useful to the service man=15, 
40,and 60 |lbs.for Methyl, 25, 
70, and 100 Ibs. for Sulphur. 


If you do not know the name of the Ansul Jobber near you, write us for his name and address today. 


ANSUL CHEMICAL COMPANY - MARINETTE, WISCONSIN 


NT HAVE TO 
BE CLOSE TO MARINETTE 
... THERE'S ALWAYS AN 

NSUL JOBBER NEAR YOU! 


ANSUL 
ee rata! No eaten ek 
@ Wherever you are in the United 


States you'll find there’s an Ansul 
Jobber near. Conveniently located 
amply supplied with adequate stocks 
of Ansul products, this Jobber is 
ready to serve you better. We are 
proud of these Jobbers. You will 


be pleased to discover why. 
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also result. This is a point in which 
we, as engineers, should be interested, 
as it may develop methods and 
experiences which will greatly in- 
crease our military power promptly 
and affect future peacetime industry. 


METHODS OF CONDITIONING 
THE AIR IN SUCH PLANTS: 


A blackout plant in construction 
differs from the conventional plant 
in that it has solid walls and roofs 
and no windows or skylights. This 
necessitates first, that at all times 
the source of light for operation 
must be inside the building and, 
secondly, it is necessary to condition 
the air within the plant in some 
manner, as the plant cannot be just 
opened to the outdoors. 

There are many sources of heat 
within the plant, such as artificial 
illumination at all times, even on 
sunny days; heat from the sun, heat 
transmitted through the walls and 
roofs, heat from the working equip- 
ment, heat from the workmen, and 
heat from other miscellaneous sources 
within the space. 

So it is necessary to condition the 
air within the space in order that 
the workmen can carry on their 
work and obtain high output of 
uniform product. 

The first natural idea is to con- 
sider ventilation of the space by 
bringing in large quantities of out- 
door air and distributing it through- 
out the space and then expelling it 
to the outdoors. The other method 
is to consider the air conditioning 
plant with the idea that the air 
conditions can be controlled to an 
extent not possible in ventilation 
methods. In both cases, the winter 
heating should be included. 

In general the determination of 
the method to be adopted for each 
plant is to study the ways to remove 
the heat and provide the proper 
working conditions within the space. 
Studies and analyses are the engi- 
neer’s usual method. To give you 
a general picture, I want to describe 
some of these studies and the con- 
clusions drawn therefrom. I say, 
“in general,” as our time does not 
permit actual cases with detailed 
figures. 


VENTILATION METHODS: 


As stated, we first consider the 
most simple method of removing 
heat from a space and that is by 
ventilation, which I term to call the 
use of outdoor air to remove heat in 
the summertime without previously 
extracting any heat from the out- 
door air used. However, in the 
wintertime it may still be the same, 
although there is considered the 
heating of the outdoor air used. 
This terminology corresponds some- 
what to our thinking of the subject 
of heating and ventilating. 

The usual method is to take in 
outdoor air at either one location or 
at various zone locations and force 
this air by blower throughout the 
space and expel it outdoors again. 
The removal of the heat is propor- 
tional to the product of the quantity 
of air circulated and the degrees 
temperature rise of this air. The 
larger quantity of cfm. of air 
removed, the lower the temperature 
rise of the air and the lower the 
resulting temperature within the 
space. 

In one study, the air quantities 
to give 10 air changes per hour 
resulted in lowering the temperature 
in the space down to within 64° 
of the temperature of the outdoor 
air. In this case, the design out- 
side conditions were 100° DB and 
78° WB, and this allowed inside 
conditions of 106%° DB and 78° 
WB, which is an effective tempera- 
ture of 87°. You will recognize that 
87° effective temperature is not good 
working conditions. 

Another method studied is to put 
this outdoor ventilation air through 
a spray washer using recirculated 


~@ 


Each Unit For Its Own Zone 


These Westinghouse 


|! refrigeration com. 
" pressors for air con. 
tioning work are 


the type used in the 
U. S. shell factory in 
Gadsden, Ala. and 
the Douglas aircraft 
plant in Long Beach, 
Calif., both of which 
are sealed, “black. 
out” plants in which 
normal temperatures 
might go to 110° F, 
and higher. Enemy 
bombers would find it 
difficult to put the 
air cooling systems 
out of commission, 
since in one plant 47 
compressors will be 
located throughout 
the factories, each 
unit cooling a small 
area. 


water. This method does not change 
the total heat in the air which is 
supplied to the space but lowers its 
dry bulb or sensible heat content by 
increasing the relative humidity or 
latent heat content. 

In the same study as mentioned 
above, the outdoor air of 100° DB 
and 78° WB is changed to 83.5° DB 
and 78° WB and the inside conditions 
changed from the 106%4° in the first 
case to 9024° DB in the second case, 
but with the wet bulb temperature 
increased from 78 to 80°. This gives 
an effective temperature of 84°, 


which you will also recognize as an © 


oOo 


undesirable summer working condi- 
tion. I should mention that this 
system has merit, however, in loca- 
tions where there is a dry climate, 
such as we find in Arizona. 


AIR CONDITIONING 
METHODS: 


When it comes to air conditioning 
such a plant, it is easy to conceive 
of numerous combinations of sys- 
tems. In fact, we have been a party 
to studies which have consisted of 
8 or 10 combinations. However, I 
will confine myself to three general 
methods which I have picked out as 
typical. 

They are: 

(1) Central air handling unit. 
Central source of cooling and 
heating. 

(2) Zone air handling. 

Central source of cooling and 
heating. 

(3) Zone air handling. 

Zone source of cooling and 
heating. 

I will call these Nos. 1, 2, and 3 

systems. No. 1 system consists of 


all the air conditioning as a central 
plant system. It consists of one air 
handling system for the building 
with air ducts to all parts of the 
building, and a central source of 
heating and cooling in a power house 
or machinery room. Generally the 
heat is expelled to the condenser 
water which is cooled by either a 
spray pond or cooling tower or 
pumped from a nearby river. In 
addition, a network of ducts is 
needed for return or recirculated air. 

The second method consists of air 


(Concluded on Page 18, Column 1) 


BUSH LEADS 
the way to 
COOL PROFITS 


|} 


For low ceiling 
market coolers 
where space is 
small and high 
capacity of re- 
frigeration is 


BUSH MFG. CO. 
HARTFORD, CONN. 
610 N. OAKLEY BLVD 
CHICAGO 


COMMERCIAL COOLING UNITS 
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SEWO FOR (71S 
FREE CHTALOF [ 


— YOUR ROAO 
77 BI1GOER PROFITS 


Here’s the brochure that has started hun- 
dreds of dealers on the road to bigger 
Profits. Learn all about A-S-E Froz-n-Food — 
' ockers—with first orders come so 
easily and quickly—why repeat orders are 
virtually automatic! 
profit possibilities in this new market— g 
and shows you how you can get your ee @ 
share. Write today. 


ALL-STEEL-EQUIP COMPANY 


106 KENSINGTON AVE. 


It points out the 


Incorporated 
AURORA, ILL. 
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The Frozen Food Industry Prefers 


Frick-Freezing Systems 


It’s a fact that more foods are now being frozen with 
Frick-Freezing Systems than by any other method. 
Because these Frick Systems handle ANY 
food, in season; they assure the rapid cooling and hig! 
relative humidity essential to quality; they save time, 
labor, and up to '4 in power cost. 


Why? 


Bulletin 147, describing Frick-Freezing Systems, is of interest 
markets, 
and the growers of fruits, 
Just off the press; your copy is waiting; write. 


to packers, 
locker plants, 
and livestock. 


canners, 


FRICK CO., Waynesboro, Penna. 


in tie, ele 


Oe = ei — 


VL + LL SUSSLISELSSS 
| 
+ 


es re ee eek Oe > 
ae eS ee 


SILISISIDS, 


ll] 
pone 
ee 


ice and cold storage plants, 
vegetables, poultry 
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a plant will be sufficient for the new | almost half a century we are manufac- 
turers of the highest quality commercial 
Goo Win nd yzes vantages 0 one lower output. refrigerators. Compare with other higher 
In these cases, No. 3 zone system | priced lines. Write in for prices and 
r; 1 is easily adaptable to the new needs camera on the biggest pig okies 
; j j line in the country. GENE - 
ghouse li S F Bi k od and, lastly, I might mention that in ‘ = 
com- Coo ing ystems or ac out ants case these plants are ever dis-| Drmackhio Pay © punbridge _ V-BELTS 
, com mantled, the equipment of the No. 3 meee Silent, vibrationless, de- 
are (Concluded from Page 12, Column 5) such locations. This apparatus has ko eon ago pce Bn a Sag BQUITHEN? oan . pea sy Baylies 4 
in th ning Sete ae es eee, SS re ane Gade es eee anrcits type air conditionin pun gg ell "an pe ‘ahr we he slippage. A nearby dis- 
: one for a certain section or zone. and is quieter and more free from yP & sy BE Be emp nige: Are ogg. Fone n tributor carries a com- — 
tory in ing is vibration. This system lends itself nt x4 5 i ¢ 
The source of cooling and heating is : yi $32.50 each. DC models—easily converted plete stock for appliances 
and the central plant type, as in No. 1. very suitably to local dampers for CONCLUSIONS: to AC—$18.50 each. %” Mueller strainers, and machines. a 
wera Generally, water is chilled and this proportioning the amount of outside — tn my experience it is rare that | Coch in lots of five. Shrouds for’ G-E THE DAYTON RUBBER _ 
Beach water is then circulated by pumps and return air and to full automatic .tydies of engineering economics, | Monitor Tops, entire lot of 100, 60¢ each. MFG. CO., DAYTON, OHIO 
whi ‘ through insulated pipe mains, to and control without the need of a full- weighing advantages and disadvan- | “As Is” commercial units of all types. 
oh from all of the zone air handling time resident engineer. Sometimes tages, show one system to lead on Frigidaire blower, suitable for use in 
pete units. the zone machinery rooms are bonded ay) counts, but in these defense | {arco “walk-in cooler 875.00." Write for 
which The third system consists of the together so the one machinery room  pjackout plants, this appears to be | details. ASSOCIATED REFRIGERATOR 
‘atures zoned air handling units as in No. 2, ™ay do for all zones, either two or trye. I wish that there was time ying Wega ae Hunting Park 
10° F, and then the source of cooling is Ur. to give you detailed figures of these : —— 3 C AT AL 0GS IN 1 
Enem sized for each zone and located at In the No. 3 system, central plant studies but that is impossible. It | “AS IS” Copelands, Grunows and Gibsons 
fi , the zone so that there are individual steam may be available in the sum- would also be very interesting to i gle 3 iy A “SS re Hevsdiiie Unlds 
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\ission, small supply of water. The heat is able, it was decided from an eco- discussion will bring out your PEPRIGERATOR PLANT. INC, 9028 W. Frigidaire—K elvinator—Norge 
ant 47 generally expelled by the use of an nomic standpoint to place at each experiences. Hunting Park Ave., Philadelphia, Pa. General Electric and etc. 
il evaporative condenser which is lo- zone unit a zone boiler to supply Finally, I think that the experience 
~ cated at the zone. heated water or steam for heating. gained in the air conditioning of PATENTS .{ Complete Line Refrigeration 
ughout Let’s look at the difference in these these blackout and other defense | HAVE YOUR patent work done by a "| Parts—Tools—Supplies er 
each three zones. The first has large ANALYSES OF SYSTEMS: plants will lead industry in general ane. . have pee ae than 25 on ot Write for Your Copy on Your Letterhead 
e . : . y xperience in refrigeration engineering. 
small lengths of air ducts, both supply and In order to determine the system to decide whether or not air condi Fosmet seardin sal uae, Gaanenee SERVI CE P A RTS co 
return, and large air conditioning oot suited fo a alee Shoula timing should be used more uni- | fees. H. R. VAN DEVENTER (ASRE), . 
blower fans and motors. a yl geo seggpee Pectoacgy tes versally in all future industrial plants | Patent Attorney, 342 Madison Avenue, 1101-03 N. 24th Ave. Melrose Park, Ill. 
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SeciNg an entrance to the equipment room rst cost. obile Sets oolers at 
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cent and all apparatus is not rela- 
tively large in size. 

These zone systems generally con- 
sist of a machinery room located in 
the roof trusses above the working 
space or in a penthouse on the roof 
above the zone. Short ducts are run 
to distribute air throughout the zone 
and the return can be an opening 
from the zone into the machinery 
room. The compressors and evapo- 
rative condensers are also located 
right in this same room. 

Developments in the last eight or 
10 years have resulted in apparatus 
which is suitable for mounting in 


Refrigeration Tubes 


Unusually long lengths! 


U. S. 
GOVERNMENT 


Specification 


isuthte 


Cafeteria Coolers 
Filtrine Mfg. Co., Brooklyn 


—. 


Valves and Fittings 
_ The sense us the 


test Manufacturing Co. 
Ker Pittsburgh, Pa. 


that No. 1 and No. 2 systems, in 
which there are central plant concen- 
trated locations of equipment, that 
bombs and sabotage can more easily 
cripple the plant than with No. 3 
system, with its larger number of 
individual zone equipment, where 
bombs and sabotage would more 
likely be confined to a small portion 
of the facilities and the rest of the 
plant could continue operation. 


For quickness of restoring facili- 
ties, the No. 3 system, due to its 
smaller equipment, should be better 
as spare or standby units can 
justifiably be carried in stock on the 


© premises, or can be manufactured, 


shipped, and erected more quickly. 


Second, from the standpoint of 
first cost, all of the studies with 
which we have been connected show 
that the No. 3 zoned system is the 
lowest in first cost. This works out 
on account of the savings in ducts, 
their static pressure and central fan 
or water circulating pipe lines, motor 
for these fans or pumps and pumps 
and fans for condenser water. The 
conditions in horsepower in these 
cases are larger than you at first 
imagine. 

Third, from a standpoint of oper- 
ating cost, all the studies made to 
date show that the overall operating 
costs, including amortization of 
equipment, are lower with the No. 3 
system. It is conceivable that in 
some cases where local costs of fuel, 
water, and electrical power, are of 
such relative costs that the picture 
might be changed but they have not 
yet appeared in any of the studies 
made. 


One system of the No. 2 type 
which used 11-cent gas under boilers 
and in which there was sufficient 
capacity steam for summer opera- 
tion, steam-driven compressors are 
contemplated and even in this case 
the No. 3 system shows cheaper in 
operating cost, even when you limit 
the cost of operation, maintenance, 
and amortization of the steam boil- 
ers and supplies. 

I should probably mention here 
that it is general practice to amortize 
these new defense plants on the 
basis of five years. 

In the fourth case, let’s look at 
the flexibility of operation. These 
plants are often multiples of assem- 
bly lines or feeder plants, and as 
long as there is full-time operation 
there is little difference in operation 
flexibility, but as the plant operation 
is cut due to damage or due to lesser 
production schedules, No. 3 system 
lends itself to using only those zones 
which are needed. 

This gives a maximum efficiency 
of operation which is not possible 
with a central source of cooling and 
heating. And, after the emergency 
operation, the plants will be large 
for the immediate needs and it is 
contemplated that portions of the 


Serious power shortage is said to 
exist in the state of Alabama despite 
the completion of the first unit of 
the utility’s Chicksaw plant. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 


ee and all types o 


| Display Cases 


or sell condensing units. 
Koch distributors therefore 


| furnish the units they sell. 


Write Today for Information 
on PROFIT POSSIBILITIES = 


KOCH fontu kansas city, mo. 


No. should be addressed to Air Condi- 
tioning & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


EXPERIENCED SALESMAN ealling on 
commercial refrigeration dealers, jobbers, 
and manufacturers between Chicago-. 
Pittsburgh and Detroit-Louisville. Must 
thoroughly know commercial refrigeration 
and have a clean record. To the right 
man who can devote half of his time to 
our products we will give a substantial 
drawing account. Business already estab- 
lished in the territory will provide 
immediate returns.’ Give full information 
in first letter. Reply Box 1336, Air 
Conditioning & Refrigeration News. 


POSITIONS WANTED 


REFRIGERATION engineer (bi-lingual) 
well acquainted in sales, servicing, and 
installing domestic and commercial equip- 
ments, desires position in South or Cen- 
tral America. Reply Box No. 1337, Air 
Conditioning & Refrigeration News. 


FPRANCHISES AVAILABLE 


= 
SELL refrigerator display cases, walk-in oa 
coolers, reach-in refrigerators, refriger- - 
ating units, to meat markets, grocers, 
taverns, etc. Financing arrangements to 
help sell. Write for full information or 
see EHRLICH REFRIGERATOR MFG. 
Co., St. Joseph, Mo. Dept. A. 


GENERAL Refrigerator Company is an- 
nouncing the new 1941 line. General ada 

Display Cases, Reach-In Cabinets, Walk- AGO BRA OR ‘ 
In Coolers and Beer Pre-Coolers. For 


WHEN YOU ORDER YOUR 
AIR CONDITIONING 


ann REFRIGERATION 
SUPPLIES AND EQUIPMENT 
BY MAIL YOU GET THE SAME 
QUICK, CAREFUL SERVICE 
THAT YOU RECEIVE 
PERSON.” ......WRITE FOR 


Ask your jobber to show you Ranco Type O, 


industry. Ranco Type O is small and compact, 
but is built for big performance in an excep- 
tionally wide range of commercial refrigeration 
applications. Many important new features - - 
including stainless steel construction for all 
working parts. 


An outstanding value. See this control, without 


delay. 
RANCO Type O 
RANCO Inc., Columbus, Ohio, U.S. A. 


the commercial control that is the talk of the 


HAVE YOU SEEN THIS MODEL 2 
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Model 153 
Water-cooled 
Machine 


Looking for a 


TRAINED MAN? 


Call on the _ U.ELI. 
Placement Bureau for 
a trained, reliable, 
competent worker. For 
over 14 years U.EL.I. 
trained men have been 
making good employees 
for all positions re- 
quirin technical 
knowledge or mechan- ¢ 
ical ability. Remem- 
ber, the U.E.I. Place- 
ment Bureau Service 
is FREE to vou and 
your prospective em- 
ployee. ‘ry it. 


UTILITIES ENGINEERING INSTITUTE 


Belden & Wayne Aves. (Est. 1927) Chicago, Illinois 


Conditioning of Big Buildings 
Simplified By High Velocity 
Conduits Using Little Space 


Carrier Describes Results of Field Tests 


On 


NEW YORK CITY—Field tests 


have been successfully concluded on 
the “Conduit Weathermaster Sys- 
tem” devised by Carrier Corp. for 
use in air conditioning large build- 
ings, and several installations are 
now underway on the system which 
“requires no more floor and wall 
space in buildings than steam pipes 
for a heating system,” it was re- 
ported by Dr. Willis Carrier, chair- 
man of the board of Carrier Corp., 
in speaking before the June meeting 
of the Producers’ Council here. 

The system was tested in the 
Bankers’ Health & Life Insurance 
Co., Macon, Ga. Installations are 
now underway in office buildings in 
Charleston, W. Va.; Toronto, Canada; 
and Raleigh, N. C.; and in hospitals 
in Peoria, Ill. and Hays, Kan. 

Adapted primarily to apartments, 
hospitals, office buildings, and other 
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Increase your Income 


the PERCIVAL way 


Sell the “Dealer’s Choice’—the line that’s COMPLETE 
in model, size, purpose and price—the PERCIVAL LINE. 
Write for attractive money-making proposition. 


“14886—55 years of Satisfactory Service—1941”’ 


PLACE YOUR RBETs 
ON CHIEFTAIN TO WIN — 
YOU CAN’T GO WRONGS 
WITH THEIR LINE OF 
PRECISION BUILT 
COMPRESSORS 


TECUMSEH, MICH. 


TECUMSEH PRODUCTS Co. 


MINNEAPOLIS-HONEYWELL REGULATOR COMPANY RE 
2007 FOURTH AVENUE SOUTH, MINNEAPOLIS, MINNESOTA 
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conditioning systems. 


‘Conduit Weathermaster System’ 


multi-room structures, the new 
method of air conditioning is made 
possible through the discharge of 
conditioned air at high velocities 
through a small conduit. 

In this system, Dr. Carrier ex- 
plained, an air induction unit, which 
takes less space than the ordinary 
radiator, is placed under the windows 
of each room just as radiators are 
now placed. 

In this small cabinet are finned 
coils which are used for heating and 
cooling. Through these coils either 
warm or cold water is circulated 
and modified in temperature as de- 
manded by outside weather. The 
volume of this circulated water is 
controlled at each unit according to 
individual requirements. 


RECIRCULATING AIRFLOW 


A recirculating airflow is induced 
through these coils by a series of 
nozzles through which the primary 
air is forced. The ratio of recircu- 
lated air to primary air is approxi- 
mately the ratio of four to one. 
This permits a circulation within the 
room of five times the volume of the 
primary air or five times the amount 
of air required for ventilation. This 
is accomplished without drafts, 
whether heating or cooling. 

To produce this large volume of 
recirculation within the room with 
a limited air supply requires much 
higher pressures . . . two to three 
times that required by the conven- 
tional systems, but the power is less 
than with other systems because of 
handling only from % to % of the 
air needed by previous systems. 

Conventional materials and con- 
structions for ducts are not satisfac- 
tory, Dr. Carrier explained, and it 
was necessary to devise a new sys- 
tem of air distribution and ductwork 
to handle air at higher velocities and 
higher pressures. To do this, said 
Dr. Carrier, the company perfected 
methods of manufacturing welded 
tubing at low cost to exact lengths. 
The tubing is manufactured from 
flat steel sheets in  floor-to-floor 
lengths and after fabrication is rust- 
proofed by a special process at the 
factory. 


FITTINGS STANDARDIZED 


All fittings and branch connections 
are thoroughly standardized so that 
all risers and connections require no 
sheet metal fabrication, they are 
merely assembled on the job. These 
risers and connections are slipped 
together like fishing rods and the 
installation cost is incredibly low as 
compared with that in the usual air 
Ordinarily the 
largest pipe size is 6% inches, and 
this will usually take care of from 
12 to 15 floors from one riser. 

Such conduits can be placed, to- 
gether with the water piping, in the 
usual pilasters of the standard office 
building without any enlargement, 


or in old buildings they may either , 


be placed in the pilaster or enclosed 
in a small space in a corner adjacent 
to the pilaster. 

The connections from the risers to 
the Weathermaster units are flexible 
to allow for expansion, contraction, 
and ease of adaptation, are only 
3 inches in diameter so that they 
are easily concealed in a_ special 
metal baseboard, or in new buildings 
may be recessed back of the furring. 

Such flexible connections are es- 
sential if standardized construction 
is to be employed, Dr. Carrier as- 
serted. Without such standard con- 
struction special adaptors would 
have to be built on the job for each 
unit connection ... a construction 
that is at once both costly and 
unsatisfactory. 


‘PRE-FABRICATED’ PARTS 


Both risers and connections are 


factory made and leak-proof when 
| assembled, said Dr. Carrier. 


Another development required for 
the perfection of this system has 
been the “thinking valve.” This is 
a thermostatic valve which controls 
the room temperature within a range 


_ of 2° and may be set at any point 


Piping Replaces Ductwork In New System 


< 


ep ee 


One conduit riser group serves each bay in which the “insides” of the 


room type units are located 


in wall recesses. 


desired by the occupant by a simple 
turn of the dial. This works in one 
direction when hot water is supplied 
and in the reverse direction, as it 
must, when cold water is supplied 
so that it controls equally well in 
summer or winter for cooling or 
heating. 

This thinking valve is_ located 
within the unit where there is ample 
air circulation to provide positive 
and rapid thermal action. It is 
purely a thermally actuated valve 
operating directly upon the water 
supply to the individual unit. Other 
controls including manual control, 
can be applied, if desired, utilizing 
the same type of valve. 

There are circumstances, pointed 
out Dr. Carrier, when condensation 
occurs upon the coils of a room 
cooling unit, that tend to result in 
objectionable odors. In the conduit 
unit, he claimed, under normal opera- 


Cutaway of 4 Pipes In 
Conduit System 


tion no condensation occurs for the 
reason that the cold water is first 
routed counterflow through the 
primary air cooling unit in the appa- 
ratus room and thence through the 
coils. 


Thus the dewpoint of the air 
supplied to the room is considerably 
lower than the surface temperature 
of the coils and condensation does 
not occur on the unit except for a 
short period in starting or if windows 
are open, the speaker opined. 

“The fundamental principle of the 
conduit system is that the air condi- 
tioning, including humidifying and 
dehumidifying, is carried on in a 
small unit in the apparatus room 
where it belongs and the room units 
only affect the sensible heat control, 
that is, these units warm or cool 
the room air without the removal or 
addition of moisture,” declared Dr. 
Carrier. 

“In large buildings, the water 
supply is zoned and controlled in 
temperature according to the ex- 
posure and outside weather condi- 
tions. We may have warm water on 
the north side while circulating cold 
water on the south side. 

“In addition to the four outside 
zones in the building, there is a fifth 
zone comprising interior rooms, cor- 
ridors, etc., which have no outside 
exposure. These must be cared for 


(Concluded on Page 15, Column 2) 


Model 
rier conduit system showing 
insulated pipes for hot and cold 
water and small drain pipe and, 
in rear, air supply conduit with 
front takeoff to room Weather- 


cutaway section of Car- 
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CAMPBELL REFRIGERATOR CO. 
Milwaukee, Wis. 
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Comfort at the Wolverine 


modations. 


Once a Guest Clays 
HOTEL 


WOLVERINE 


more than just its excellent accom- 
An atmosphere of con- 


geniality and friendliness is ever- 
present within this famous hotel, wk 
making each guest feel the warmth a1 . 
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100%. PORCELAIN 
Roptey Case line. 


MIDWEST 
MFG. COMPANY 
Galesburg, Illinois 


IT WILL PAY. 
GET OUR 
PROPOSITION 


M. G. VOLCKER - 112 E. 19 ST.-NEW YORK 
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DRIP PROOF—EFFICIENT 
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REFRIGERATION 


AIR CONDITIONING 
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Curtis Refrigerating Machine Division 
of Curtis Manufacturing Company 
1912 Kienlen Ave. St. Louis, Mo. 
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— AIR-MAZE 
Permanent Air-Filter Panels 
AIR-MAZE CORP., CLEVELAND, OHIO 


GALE 


CONDENSING 
UNITS 


Precision built for 
efficient operation. 


GALE PRODUCTS 
16385 Monmouth Blvd. Galesburg, Il. 
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BE SURE OF DELIVERIES 


edders COILS 
AND HAVE THE ADVANTAGES OF 
ALL COPPER CONSTRUCTION 


FEDDERS MFG. CO. BUFFALO, N. Y.. 


<ALL> Specify ALCO 
for 


Maximum Efficiency, 
Trouble-Free Performance 


ALCO VALVE CO. ST. LOUIS, MO. 
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COIL PROBLEMS 


MARLO COIL COMPANY 
SAINT LOUIS, MISSOURI 
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Use CHICAGO SEALS 


for seal replacements 


CHICAGO SEAL co. 
20 North Wacker Dr., Chicago 
SAP- T-LOC Individual Lockers 


have the call. Many unusual advan- 
tages including the new convertible. 


Sold only thru_ distributors of 
refrigeration and _ insulation. 


Get our proposition 


Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 
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How Conduit System Is Installed In an Office Building 


(Left) Typical room installation of the conduit Weathermaster system, 
having air and water risers concealed in small false columns with 
connections to the room units concealed in the metal baseboard. This 
metal baseboard provides access to ventilation air supply, water supply, 


and return lines, snaps into place, and is readily removable. 


(Right) 


How piping for the conduit system wane be located in a large building. 


* * # 


Many Advantages Seen 
In Use of Conduits 


(Concluded from Page 14, Column 5) 


by a separate system which provides 
only ventilation and cooling. The 
requirement for this zone is the same 
winter and summer and depends 
entirely upon occupancy and lights. 
It requires only ventilation and 
cooling.” 

Dr. Carrier summed up the claims 
of the advantages of the conduit 
Weathermaker system as follows: 

(1) All of the spaces are uniformly 
conditioned with respect to humidity 
the year around. The humidity is 
controlled at a central apparatus and 
the temperature is controlled either 
by additional cooling or additional 
heating in the room. The tempera- 
ture in the room may be controlled 
without affecting the humidity. The 
air conditioning and ventilation are 
independent of temperature control. 


FLEXIBILITY UNUSUAL 


(2) Unusual flexibility of tempera- 
ture control is provided. One room 
may be cooled while adjoining rooms 
are being heated. A further result 
of this temperature control system 
is a 15 to 25% saving in fuel costs 
over an uncontrolled radiator sys- 
tem, and even a considerable saving 
over a controlled radiator system. 

(3) Selective temperature for the 
user or operator. Room temperature 
can be raised or lowered by a simple 
turn of the dial on the unit. This 
control functions to give the tem- 
perature desired, regardless of the 
temperature of the water circulated 

. . whether it is warm or cold. 

(4) Units do not collect odors. 

(5) Extreme quietness. 

(6) There is no general recircula- 
tion from individual rooms back to 
the apparatus (occupants in one 
apartment will not smell the cabbage 
cooking in his neighbor’s apartment). 

(7) Ventilation is positive in quan- 
tity and quality at all times. The 
primary air supplied through the 
conduits is all outdoor air purified 
by filtering and washing. It is un- 
affected by the operation of any 
controls or by outside wind condi- 
tions or the stack effect of tall 
buildings. 


PARTS STANDARDIZED 


(8) All parts, including the con- 
duits, are completely standardized, 
thus reducing the cost of engineer- 
ing and installation. 

(9) It effects considerable saving 
in the rentable space. 

(10) Because of the complete 
standardization of parts, it can be 
installed by any contractor at low 
costs with accurately determined 
total costs, thus insuring to the 
owner a dependable job and to the 
contractor a certain profit. 

(11) Because of the small size of 
the conduits required, the application 
of air conditioning is made prac- 
ticable to tall office buildings, old or 
new, and likewise to hotels, apart- 
ments, and hospitals. 


Milwaukee Dealer Moves 


MILWAUKEE — Milwaukee Elec- 
tric Appliance Co., Hotpoint dealer- 
ship, has moved from 2334 N. Third 
St. to 2118 N. Third St. 


U. S. Information Office 
Tells How To Obtain 
Gov't Contracts 


WASHINGTON, D. C.—Manufac- 
turers and other suppliers who want 
to aid the national defense effort by 
furnishing much needed materials 
and services to the government but 
who don’t know how to go about it 
are advised to apply to the Service 
and Information Office, recently 
established by Jesse Jones, Secretary 
of Commerce. 

“Many manufacturers apparently 
have felt that if they desire to 
transact business with the govern- 
ment they must either come to 
Washington in person or employ 
somebody familiar with government 
purchasing methods,” says Clyde 
Garrett, chief of the office. 

“The Service and Information 
Office strongly urges manufacturers 
not to come to Washington, at least 
until they have carried on prelimi- 
nary negotiations by mail with the 
purchasing agency that handles their 
particular products. They are ad- 
vised not to employ outsiders on a 
commission or other basis. In fact, 
the War and Navy departments and 
the Office of Production Management 
have repeatedly warned against the 
employment of what are termed 
‘lobbyists’ in the effort to obtain 
government contracts,” Mr. Garrett 
pointed out. 

There are approximately 2,500 
government purchasing agencies 
which buy some 300,000 different 
articles. Not all of the agencies are 
located in Washington. The Army, 
Navy, and the Procurement office of 
the Treasury department maintain 
offices in Washington, but also have 
branches scattered throughout the 
country. The Army, for example, 
buys clothing in Philadelphia, shoes 
in Boston, aircraft supplies in Day- 
ton, Ohio, and various kinds of 
equipment in Jeffersonville, Ind. 

If business men do not know how 
to contact any of these agencies, 
they should write to the new infor- 
mation office, Mr. Garrett suggests. 

“When it is necessary to come to 
Washington, the office will gladly 
arrange for the business man to see 
the particular official with whom con- 
tact should be made,” Mr. Garrett 
said. ‘In this way the business man 
will be able to get in and out of 
Washington with a minimum of time, 
effort, and expense, and return home 
with a clear understanding of the 
government’s needs and the pro- 
cedure in helping to supply them.” 


York Grants Employes 
5-Cent Raise 


YORK, Pa.— Wage increase of 
five cents an hour, effective as of 
June 8, has been granted to approxi- 
mately 2,300 factory employes of 
York Ice Machinery Corp., following 
negotiations between the manage- 


ment and delegates of the Ice 
Machinery Independent Employes 
Association. 


The agreement calls for a mini- 
mum wage of 50 cents an hour. 
New employes will have to wait only 
60 days instead of six months before 
receiving the regular five-cent in- 
crease under the new plan. 


Extension of Rural 
Lines Booms Sales 


CABOT, Ark.—Extension of rural 
electrification lines in this territory 
has boosted appliance sales. Within 
the past year sales have totaled 68 
refrigerators, 28 washing machines, 


Norge Engineers Hear 
Mexican Consul 


DETROIT—Adolfo G. Domenquez, 
Mexican consul stationed here, dis- 
cussed Mexico at the May meeting 
of the Norge Engineering club, held 
at the Hannan Memorial Y.M.C.A. 
with 75 members and guests from 
Morse Chain Co. present. 

A Kodachrome motion picture on 
Mexico, presented by the Mexican 
National Railways, followed his talk. 


two hot water heaters, two pumps, 
275 radios, two attic fans, 125 irons. 


Refrigeration Tubes 
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Mca MAN ARN PRODUCTS 


“Larkin Equipped” Means mare Efficiency ... 
Customers . . . Profits 


For YOU! 


Actual operations have 
proved the unusual 
merits of these Larkin 
Products: paces 
Cross-Fin Coils . 

Bare Tube Coils . . 
umi-Temp Forced 
Convection Units, ete. 
See your jobber or 
write direct : 


Larkin Coils, Inc. 
519 Memorial Drive, 
Atlanta, Ga. 
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COLD! --and PURIFIED 


For nearly 40 Years Puro has specialized in drinking 
water equipment. 
drinking water—no. other offers the advantage of 
a self contained purifier—a sales point that means 
profit to dealers everywhere. 
information about our complete line for all purposes. 


ELECTRIC WATER COOLERS 


Puro Filter Corp. of America, 440 Lafayette St., New York 


Many water coolers supply cold 


Write for detailed 
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‘“ARMOR- CLAD‘ WALK-IN COOLER 


*ALL STEEL EXTERIOR 
| *LOW IN COST 


(Due to volume production) 


[ 
| 


*REAL FLEXIBILITY 


| | (Easily. enlarged by adding 
a | sections) 
"| * EASY TO ERECT 
| (2 unskilled workmen sufficient) 
t { *SMALL STANDARD-SIZE 
SECTIONS 


My (Portable and easy to handle) 


x UNLIMITED RANGE OF SIZES 
*PROMPT SHIPMENT 
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How To Hang on To Your Franchise Buyers Ask OPACS 


When Refrigerator Output Is Limited 


Government & Manufacturers Agree That Reduction In 
Number of Dealers Will Enable Good Dealers To Survive 


(Concluded from Page 1, Column 3) 
imposed on refrigerators, nor by the tightening up of instalment 


plan terms. 


At least, that has been Canada’s experience. 


So, at some indeterminate point within the next several months, 
there won’t be nearly enough refrigerators and ranges to go around. 


What then? 


Fewer dealers, we predict. 


In order to “keep alive” a skeleton organization, a nucleus of 


top-notch distributing concerns which will 


still be intact when 


postwar competition must be faced, production will be rationed 


among a chosen few. 


These few dealers may not get, in the end, all the refrigerators 
they want; but they will probably get enough to do a profitable 
business, and to maintain their “stake” in the industry. 

In a good many ways, they may be happier dealers than they 
are now. Competition will be lessened. Price-cutting will be knocked 


out. 


List prices will be up. Trade-in values of used refrigerators 


should be low, and resale prices high. Prospects will be knocking 


on their doors. 


Incidentally, the 


They will be in an extremely favorable position. 
government 
principle of rationing supplies among fewer outlets. 


itself will likely approve the 
It’s in line 


with one of the theorems of Prof. John Maynard Keynes, which 


is now in operation in England. 


The theorem even contemplates 


reducing the number of manufacturers in a particular industry. 


How do you 


“get on the list” 


to retain your franchise? 


‘Well, if you are a subscriber to the NEws chances are you are in 
a pretty good spot to begin with; because if you are spending $4.00 
a year for a paper which is devoted to this industry alone, you are 
probably selling enough refrigerators to justify your being considered 


a “major outlet.” 
major interests. 


In other words, refrigeration is one of your 
And if you are keeping up with the News, it’s 


likely you are an informed and progressive dealer. 

However, the volume of refrigerators you are selling now is 
not the only clue to your ranking on the new “priority list” of dealers 
which may be set up. Here are some of the other considerations: 

(1) Your loyalty to the manufacturer, as evidenced by your 


selling his line year after year. 


(You are thus a “regular customer.” ) 


(2) Your willingness to drop competing lines, and sell only one 


or two manufacturer’s product, or products. 


“retail efficiency.’ ) 


(This is considered 


(3) Your ability to sell other products manufactured by the 


refrigerator maker whose line you represent. 


(4) Your financial stability. 
at the war’s end.) 


(“Retail flexibility.’’ ) 
(They want you to be in business 


(5) Your need for the products in order to stay in business. 
(If your refrigerator sales volume, however large, is only a small part 
of your store’s total business, you may have to fight to keep the 


franchise. ) 


Thus, the tables will be reversed. 


Instead of manufacturers 


competing for dealers, dealers will be competing for manufacturers. 


It will be a 


“survival of the fittest’ 


contest with a vengeance. 


And the loyal dealer, the progressive dealer, the well-informed dealer 
will be the one who gets the goods. 


Big Companies Cut 
Payment Periods 


NEW YORK CITY—lIn what was 
regarded as the start of a trend 
expected to spread rapidly among 
appliance retailers and to other 
instalment merchandising fields, Con- 
solidated Edison Co. last week re- 
vised its financing terms on major 
appliances to 24 months, instead of 
36, and increased required down 
payments. At the same time Gen- 
eral Electric Co.’s contract division 
initiated a campaign to encourage 
dealers to reduce maximum payment 
time to 30 months from 36. 

Arthur O. Dietz, president of 
Commercial Investment Trust, the 
nation’s largest finance corporation 
handling consumer paper, said he 
welcomed the action and expected it 
would spread to other retailers of 
appliances and to automobile mer- 
chandising. 

Consolidated Edison said that its 
revision of financing terms on major 
appliances under the company’s 
three-year cooperative plan was 
made in line with the government’s 
expressed policy regarding curtail- 
ment of instalment selling in view 
of the defense emergency. The new 
terms, effective June 20, were an- 
nounced by E. F. Jeffe, vice presi- 
dent. Refrigerators and ranges are 
the principal items affected by the 
reduction of maximum period for 
time payments from 36 to 24 months 
and for larger initial down payments. 
Terms on other appliances, such as 
laundry and kitchen equipment, have 
been reduced to 12 months from 24. 


Action taken by General Electric’s 
contract division includes elimination 
of customer insurance on all con- 
tracts over 30 months and _ with- 
drawal of “skip insurance.” 


Credit Men Plug For 
Voluntary Control 
Of Time Sales 


(Concluded from Page 1, Column 2) 
of $85,000,000,000 a total of $17,000,- 
000,000 would represent national 
defense, he suggested that selective 
credit granting, more allowance for 
taxes in determining income bases, 
and closer checking because of 
mobility of workers were three things 
credit executives should watch. 

Several speakers at the convention 
asserted that programs of voluntary 
control already being initiated, and 
further steps by instalment merchan- 
disers would obviate need for federal 
regulation. 


“Federal regulation of consumer 
credit terms is unnecessary, at least 
to achieve the announced objective 
of decreased buying of consumer 
goods in order to make production 
facilities available for defense,” it 
was declared by E. A. Mattison, 
president of Timeplan, Inc., Chicago. 
“If consumer goods production is 
necessary for defense, and no doubt 
much of it will be, wouldn’t it be 
better to curb production horizontally 
by priority restrictions of raw mate- 


rials or agreed reductions with the 


manufacturers?” 


Henry H. Heinmann, 
manager of National Association of 
Credit Men, told the conference that 
“our best contribution to national 
defense can be the improvement of 
credit techniques and practices.” 

“In a sellers’ market,” he stated, 
“there is always a tendency to work 
more closely to a cash basis. Tem- 
porarily this may be justified, but | 


| 
credit properly handled has a poten- | 


tiality for expansion in a nation and | 
the improvement of a standard of | 
living far beyond cash transactions.” 


Ratings For All 


NEW YORK CITY—Sudden and 
sharp tightening in the supply of all 
types of goods has caused industrial 
purchasing agents to seek an imme- 
diate classification of non-defense 
industries by the Office of Price 
Administration and Civilian Supply 
for the allocation of important mate- 
rials after defense needs have been 
met, it is reported here. 

Because preference ratings have 
been extended to so many types of 
industries, strictly non-defense com- 
panies are finding it almost impos- 
sible to obtain supplies, even though 
the materials sought may not be 
under any form of priority, purchas- 
ing agents say. 


PREFERENCE FOR RATING 


Manufacturers and suppliers of 
materials used in non-defense indus- 
tries are reluctant to sell their 
products to firms lacking an OPACS 
preference rating, it is said. Appar- 
ently, these manufacturers are hold- 
ing onto their supplies for sales to 
companies with a preference rating, 
even though there may be no such 
orders on hand at the time. 

One purchasing agent for a food 
concern tried to buy an electric 
motor. Despite the fact that motors 
have not been placed on any priority 
list and that the manufacturer 
admitted he had no immediate supply 
problem, he was not inclined to 
dispose of the motor to any but a 
company with a preference rating. 


They Set a New Record For Safety 


TIME-LOSING INJURY 
* LET'S KEEP IT UD * 


These members of the safety com- 
mittee of Virginia Smelting Co., 
Norfolk, Va., received a bronze plaque 
for attaining one of the best indus- 
trial safety records in Virginia. In 
the past year the plant went 365 days 
without a single injury serious enough 
to cause an employe loss of work 
time. Standing (left to right) Leland 


Oe eee oe 


Thomas, Charles Shaughnessy, A. K, 
Scribner, assistant plant manager; 
Frank Thews, Thomas Hassell, Wil- 
liam F. Pond, chemist and first aid 
supervisor. Seated, left to right, 
Lewis Ashberry, A. B. Butt, Jr., chair- 
man of the safety committee; H. L, 
Goddin, and Charles Fletcher. 


If OPACS classified all non-defense 
industries in the order in which they 
might buy any material or equip- 
ment, the supply problem would be 
somewhat simplified, these purchas- 
ing agents believe. Orders received 
from non-defense companies could 
then be filled by the manufacturer 
according to the established prefer- 
ence rating. 


Dealer Installs Conditioner _ 


To Cool Sales Room 


RALEIGH, N. C.— Stephenson 
Music Co., local appliance dealership, 
has installed a Frigidaire air condi- 
tioning unit to cool its own sales 
room. 


executive | 


Engineer. 


When YOU service or install 
equipment that guards perishable 
products, insist on A-P Valves. 
They fulfill their responsibility 
to you and to your customer 


... DEPENDABLY. 


Guardian of Public Health— that’s 
just one of many Responsibilities 
carried by A-P Valves. Milk, for 
instance, more than any other food 
product, depends on Refrigeration for 
its purity and quality -DEPENDABLE 
Refrigeration on the Farm, on Trucks, 
in almost every operation in the Dairy, 
and in Home Refrigeration, too. 


A-P DEPENDABLE VALVES are 
doing a splendid job in every phase of 
Milk Refrigeration, from the farm to 
the table. Chosen by men who know 
their worth, these Valves can be relied 
upon always for efficient, accurate, 
supersensitive Refrigerant Control 
that brings satisfaction from the 
customer — profits to the Service 


DEPENDABLE.. the Byword for (}Valves 


2450 NORTH 
MILWAUKEE 


<a Sot 


A-P ContTROL.sS ARE DEPENDABLE = 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


STREET 
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